«  flottie 


*  Twenty  •  Two  beautiful  tints  and  * 
I  shades.  Decorative  combinations  I 

■  without  limit.  ROBOT-GRIP  with  a  " 

■  hundred  suction  cups  plus  center  | 

_  supports  to  prevent  dishing.  ^ 


Loolt  at  these  features  .  .  .  con¬ 
cealed  cabinet  lighting  .  .  .  dis¬ 
tinctive  designs  .  .  .  mirror  clips 
to  eliminate  eye-sore  clamps  .  .  . 
plus  a  guarantee  against  silver 
spoilage  .  .  .  you’ll  find  them  ail 
in  Stylon  Medicine  Cabinets. 


A  wide  range  of  china  and  chrome 
I  bathroom  accessories  skillfully  de- 
^  signed  for  functional  use.  adding 
I  the  finishing  touch  to  new  or  re- 
■  modeling  installations. 


3-Way  Profit  Opportunity 

FOR  KITCHEN  and  BATHROOM  BEAUTIFICATION 


■V  '  ou’ro  monpy  ithond  whon  vou  sell  the  Stvlon  3-\Vav 
*  Home  Brautifirafion  Plati.  It’s  tlip  proven  way  of 
making  three  profits  from  o»ie  sale,  f'omplete  heantifiralion 
means  Stylon  Plastic  Tile  in  kifdien  and  hath.  Stylon 
M<'dirine  (!ahinets,  and  Stvlon  (diina  and  (  hrorne  Acces¬ 
sories.  And  with  Stvlon  [ire-packaged  Plastic  Tile  vmi 
liave  a  New  op|)ortmiitv  for  over-the-counter  sales  with 
merchandising  displavs  for  selling  the  “I3o  If-Yoiirsc'lf'’ 
home  tiling  idea.  Use  the  handv  coujion  below  —  Stylon 
means  sales  and  [irofits  to  vou. 


I  1- 


CORPORATION 

jT  ^  857  Commonwealth  Ave. 

Boston  15,  Mass. 


r 


■“1 


Stylon  Corporation 

657  Commonwealth  Ave.,  Boston  IS,  Mass. 

Gentlemen;  Please  rush  me  the  complete  story  on  the 
Stylon  3-way  profit  plan  with  Stylon  Plastic  Tile,  Meciirine 
Cabinets,  and  China  ond  Chrome  Accessories. 


Street 
City  .. 


Mod«  by  th« 
Manufoctur«'t 


EXTRUDED 

ALUMINUM 

CHANNELS 


“iVimtei  SttU 

AND 

“MfUitviitu 

WE*THERM«TICS 

COMBINATION 

WINDOWS 

ond 

^•iy€Xim€ 
CASiMfNT 
STORM  SASH 


REDWOOD 


The  only  complete  program 
ever  offered  to  osiure  success 
of  every  deoler's  business.  A 
corefully  planned,  step  by 
step  program  for  sales,  pro¬ 
motion  and  installation  is 
provided.  We  furnish  FIELD 
ASSISTANCE  and  SUPERVI¬ 
SION  by  men  with  plenty  of 
storm  window  experience  and 
"know-how,"  WRITE  TODAYI 


ith  the  most  modi 


14593  Meyers  Road  •  Detroit  27,  Michigan 


BUILDING  SPEQALTIES 


^  .1  DISTRIBUTORS 
\  1/  and  DEALERS 

•f/E  |N  ^ 

—  ACE  INDUSTRIES  —  have  corraled,  just  for  you,  o  super  top 
grode  oil  redwood  picture  frame  storm  window  that  sells  for  the  unheord 
of  price  of  only  $5.72  (knocked  down). 

The  new,  oil  new,  Ace  Window  is  one  you  will  be  proud  to  hondle. 
Rugged  in  construction  throughout  the  entire  unit,  it  is  engineered  for 
simplicity  in  assembly  and  installation.  Your  profits  will  be  high  when  you 
carry  the  ACE  BRAND  on  your  storm  windows. 


/i'/’  ///.^ 


Made  from  Top  Grade  Select  Redwood 
•  Cadmium  Plated  Hardware 

/4ee  INDUSTRIES  COMPANY 

2908  Glenwood  Avenue  •  Phone  8-3211  •  Youngstown,  Ohio 


Writes 

today/ 
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Indersoll  3'Way 

Combination  Windows  and  Doors 

Made  of  California  Redwood  •  Featuring  KoolShade  Sunscreen 


Storm  Sash 
Inserts 


SPECIAL  INTRODUCTORY  OFFER 


A  special  price  to  introduce  the 
new  redwood  Ingersoll  3-Way 
Combination  Door.  In  standard 
sizes  (2'  6"  x  6'  6"  to  y  0"  x  7'  0"), 
in  carload  lots,  FOB 
Seymour,  Ind.,  $*1  A95 
prices  subject  to  Xv 

change  without  EACH 

notice,  only  .  .  . 


FRANCHISES  IN  A  FEW  CHOICE 
TERRITORIES  ARE  STILL  AVAILABLE 

There  are  three  big  reasons  why  you’ll  find  it  more  profitable  to 
sell  Ingersoll  3->X'ay  C]ombination  Windows  and  Doors. 

First.  Ingersoll  .^-Way  (Combination  Windows  protect  against 
winter's  cold  and  summer's  insects  like  all  the  others,  but  they 
have  the  big  PH  IS — they  also  block  out  the  sun’s  heat  and  glare  in 
the  summer. 

■Second,  Ingersoll  .^-Way  (Combination  Windows  are  backed 
by  national  advertising  in  Life,  Saturday  Evening  Post,  Time, 
Newsweek.  IJ.  S.  News  and  World  Report,  and  Farm  Journal, 
with  a  combined  circulation  of  over  1  S,000,()()(). 

Third.  Borg-Warner  means  the  biggest  name  in  combination 
windows.  Total  sales  volume  is  far  in  excess  of  any  other  producer. 

An  Ingersoll  franchise  also  carries  the  opportunity  to  sell  the 
famous  KoolShade  Sunscreen  and  a  complete  line  of  aluminum 
framing  material  designed  specifically  for  KoolShade.  (Quantities 
temporarily  limited. 

Write  for  complete  information. 


INGERSOLL  PRODUCTS  DIVISION 

BORG-WARNER  CORPORATION 


r  DOES  > 
THREE  JOBS 
AT  ONE 


331  South  Plymouth  Court 


Chicago  4,  llllnoif 
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BUILDING  SPECIALTIES 


Here’s  why  leading  companies  prefer  Season-all  •  • . 

Z)ke  c4riilocrat  o/  Storm  SaAk! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  10%  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible  Jf 

winter  fuel  savings  up  to  35%  •  Keep  window  condensation  to  a  jj  ij. 

minimum  •  Provide  unsurpassed  all-weather  pro-  JlhL 

tection  for  windows.  - - - -  I 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season-all  Sales  Corporotion 

— .  146  Forty-sixth  St., 

Lg>r  m  Pittsburgh  1,  Pa. 


all  franchises  are  °'^‘’'^^g||.rated 
Season-a  ,M-ord 

o-iy  ">  p"’'"' 
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MAKES  NO  DIFFERENCE  HOW  DIRTY,  WORN, 
OR  STAINED  ASBESTOS  SHINGLES  ARE 


v> 


% 


ATTRACTIVE 

COLORS 


SHINGLE-SEAL 

\  TRADE  MARK  REGISTERED 

ASSURES  APPLICATORS  OF  EXCELLENT  YEAR-ROUND 
REPEAT  SALES  AND  PROFITS,  NO  INVESTMENT  IN 
EQUIPMENT.  WRITE  TODAY  FOR  FULL  PARTICULARS. 


DEWATEX  Manufacturing  Corp. 

424  West  42nd  Street,  N.  Y.  18,  N.  Y. 
LOngacre  3-6631 


DEWATEX  Manufacturing  Corp. 

434  Wast  42nd  Strant,  N.  Y.  It,  N.  Y. 

Gentlemen:  Please  send  complete  information  as 
to  how  we  can  operate  in  this  new  and  lucrative 
field  as  an  approved  SHINGLE-SEAL  applicator. 


Nam* 

Address 

City 

State 

BUILDING  SPECIALTIES 


The  Star  If 
of  the 

ttundle  of  Faggots 

An  aged  former  loy  dying.  He 
called  his  three  sons  bidding  one 
ro  bring  a  bundle  of  faggots. 
Handing  a  stick  to  each,  he  said, 
'Break  itK'  They  did  so  with 
ease.  "Now'\  he  said  to  the  eld¬ 
est,  "Take  the  bundle  and  break 
it".  The  son  tried  as  hord  as  he 
could  without  success.  The  others, 
too,  tried  in  vain.  "Take  heed, 
my  sons,"  said  the  fother,  "In¬ 
dividually  you  can  be  broken. 
Together  you  ore  strong!" 

Moral 

Cooperation  is  the  key  to  o  sue 
cessful  venture. 


mmM. 


ALUMINUM 
COMBINATION 
SCREEN  & 
STORM  SASH 

• 

COMBINATION 

DOORS 

• 

PORCH  & 
ENCLOSURES 


in  n  II  i.  11  I 

VI 

UJeather- master 


We  at  Warner  Manufacturing  think  it  can  be  bought  .  .  . 
but  not  with  money. 

Whether  you  need  cooperation  to  run  a  business  ...  or 
build  a  house  ...  or  govern  a  Nation  ...  or  mount  a  war 
.  .  .  you  can  get  it.  Easily. 

What  you  buy  for  money  isn't  cooperation  ...  for  co¬ 
operation  is  "concerted  effort  for  mutual  advantage"  in  a 
manner  that  is  at  once  warm,  human,  objective  and  selfless. 

Yes,  cooperation  can  be  bought  .  .  .  with  cooperation. 
It's  the  atmosphere  in  which  the  finest  group  of  technicians 
and  engineers,  designers,  executives,  office  workers  and 
bench  hands  work  together  .  .  .  have  worked  together 
steadily  and  beneficially  for  a  great  many  years  producing 
better  products,  all  the  finer  for  that  teamwork.  It's  the 
Warner  organization! 

It's  the  atmosphere  that  created  our  chain  of  distributors 
— mutual  cooperation  and  loyalty  "for  common  benefit." 
Yes,  our  customers  and  theirs  know  the  meaning  of 
cooperation. 


WARNER  MFG.  CORP 

JERSEY  CITY,  NEW  JERSEY 


Novemoer.  195  i 
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INSULATION 


Thouiondi  of  new  typn  of  Iniu- 
lotion  iobt  or*  open  to  yOH  with 
SproyCroft.  Since  if  con  be  op* 

rlied  over  ANY  lurfoce,  {VERY 
oilding  Is  a  prospect. 


SprayCraft 


Formerly  Spray  Kole 


Acoustical  and  Industrial  Insulation 


ACOUSTICAL  CORRECTION 


CONDENSATION  CONTROL 


Offers  You  A 

BIG  BUSINESS 

OPPORTUNITY  NOW 

li  you  are  a  Uve  syire  dealer  intereited  In  building 
your  volume  to  tremendous  proportions,  SPRAYCRAFT 
oUers  you  a  brand  new  product  with  limitless  possi 
blUties.  There  is  no  product  available  to  you  today 
that  oilers  a  greater  range  oi  prospects,  or  larger 
prollt  opportunities,  li  you  want  to  expand,  investi 
gate  it  today. 


Study  These  Markets: 


^INSULATION: 


FIREPROOFING 


SprayCraft  has  an  extremely  high  coefficient  of  sound  absorption  and 
is  completely  incombustible.  This  makes  it  ideal  for  interior  insulation 
in  churches,  auditoriums,  offices,  restaurants  and  theatres. 

Condensation  can  be  effectively  controlled  by  SprayCraft.  This  opens  a 
tremendous  industrial  market  for  applicators.  SprayCraft  can  also  be 
applied  directly  to  masonry  walls  and  plasterboard  ceilings,  adding  fe 
the  applicators'  markets. 

SprayCraft  is  an  ideal  material  for  thermal  insulation.  Sprayed  from  a 
gun  direetly  on  any  surface  it  forms  a  uniform  coating.  It  eliminates 
the  dust  usually  present  during  insulation  application,  and  it  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof. 


BIG  PROFITS— LARGE  VOLUME— A  NEW  FIELD 
_ WRITE  FOR  DETAILS - 

SPRAYED  INSULATION,  INC. 


56-58  CRITTENDEN  ST. 


NEWARK  4.  N.  | 


Jk  ks/  mmim 

h  fk  Smims. . . 


rail 


The  "Triple  Track”  Stays  Sold 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  combination 
and  doors  with  any  other  combination  on  the  market.  Compare 
STO-A-CO  for  appearance  and  style  —  for  smooth,  permanent  trouble- 
free  TRIPLE  TRACK  operation.  Compare  them  any  way  you'd  like. 
STO-A-CO  products  are  built  to  stay  sold  —  that's  why  more  and  more 
smart  home  owners  are  turning  to  STO-A-CO.  Every  demonstration 
proves  their  superior  quality. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 


Philodi'lphio.  Pa 
Clevclond,  Ohio 
Chtcogo,  III. 
Boston,  Moss 


To  Give  Prompt  Efficient  Service 

Buffolo,  N.  Y.  St  Louis,  Mo 

Konsos  City,  Kan  Des  Moines,  la 

Salt  Loke  City,  Utoh  Long  Islond,  N.  Y 

Cincinnati,  Ohio  Wilmington,  Del. 

POff  TMf  WIATHf*  TO  LAST  fOAiVa" 


POST  OFFICE  SOX  97 


A9CO,  OHIO 


STO-A-CO  PRODUCTS 


are  distributed  in 


BUILDING  SPEQALTIES 


BUILDING 

SPECIALTIES 

Covers  All  the 
Important  Subjects! 

By  subscribing  to  it  you 
assure  yourself  of  keeping 
up-to-date  on  the  follow¬ 
ing: 

•  Better  selling  methods 

•  Installation  techniques 

•  Management  details 

•  How  to  sell  particular 
specialties 

•  Getting  and  holding 
good  salesmen 

•  Advertising 

•  New  products 
and  many  others! 

Only  $3  a  Year! 

Send  the  Coupon  Today! 


BUILDING  SPECIALHES 

425  Fourth  Avenue,  New  York  16.  N.  Y. 

Pleaie  enter  my  subteriplion  to  BUILD- 
ING  SPECIALTIES  at  $3.00  for  one  year. 

□  Bill  me  for  thia  amount. 

Q  Enclosed  is  a  check  or  Q  money 


NEW  YORK  and  NEW  JERSEY 


LINCOLN 

Venetian  Blind  Products  Corp. 

1010  SUNRISE  HIGHWAY 

BALDWIN,  N.  Y.  ROCKVILLE  CENTRE  4-5200 
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SOMETHIHG  NEW! 

Aladdin  STEEL 

Combination  Windows 

In  Beautiful  Aluminum  Finish 

t 

Aladdin  Steel  Combination  Windows  put  you  20  jumps  ahead  of  your 
competition.  As  a  matter  af  fact,  there  is  no  competition;  you  don't  hove  to  cut 
prices  or  offer  specials.  With  Aladdin  you  have  a  top  quality,  finely  engineered, 
easily  installed  window  with  EXTRA  sales  features  that  no  other  dealer  can 
touch  .  .  .  and  no  homeowner  can  resist. 

No  Competition  —  Brand  New  Sales  Features 


^  KD  —  or  assembled. 

^  Fast,  simple  installation;  special  features  that  will  save 
^  you  lime  and  money. 

A  surprisingly  attractive  price. 

^  Precision  made  by  experienced  manufacturers.  wHh  the 
^  finest  engineering.  No  costly  service  calls,  no  mbfHs. 


Beat  the  field  —  Write  TODAY  for  Information 


ALADDIN  MFG.  CO. 

1510  S.  State  Street 
Girard,  Ohio 

Phone:  Girard  5-9421 


l: 


BUILDING  SPECIALTIES 


GREGG 


Self-  Ventilating  * 

COMBINATION 
REDWOOD  DOOR 

This  beauty  is  different!  So  difFerent  that  we've 
applied  for  patents  on  several  of  its  unique 
features.  The  rare  and  distinctive  richness  of 
genuine  California  Redwood  is  fully  utilized  in 
strength  and  styling  to  make  a  Combination 
Door  of  elegance  beyond  compare!  As  a  Door, 
it  enhances  the  entrance-way  while  giving  year- 
round  protection  .  .  .  butted  together,  all-year 
porch  enclosures  are  simple  to  construct  without 
carpentry!  That's  what  keeps  the  cash  register 
ringing  .  .  .  and  a  profitable  business  growing! 


GREGG 

ENGINEERING 
COMPANY,  INC. 


•  feather  GLIDE 
Manufacturers 


WEATHER  PANEL  ADJUSTS  UP  OR  DOWN  AT  THE  TOUCH  OF  A  FINGER' 
of  Famous  Greggwoorl  Combination  Windows  A  Doors 


478  BELMONT  AVENUE  HALEDON.  N.  J. 


Eastern  Division  V-Seo/"  Corporation 


It  nun  oti^ 


To  (iruterl  )our  inIrresU  and 
pre-erve  the  popularity  of  the 
Kolafsla^^s  .Muniinum  Storm 
W  iiidow  are  I'ontinuinfi  to  make  good  deliveries 
in  spile  of  many  restrirtions.  eontrols.  and  shortages. 
The  famous  features  of  Rolaglass  windows  surh  as 
finger-tip  rontrul.  noiseless  roller  glide,  inside  installa¬ 
tion.  and  snug-fitting  interloeking  device  have  ae- 
eoinited  for  the  wide-'pread  euslonier  arreptanre. 
This  we  want  to  maintain.  You  ran  he  sure  we  are 
doing  our  lie.t  to  answer  your  problems 


TiioRTA^ 


,r 


BUT-We’re  still  making  pr;pmpt^((eliver)( 
of  ^ 


ozAajtAss 


*?t*q  Tfodemofk  Hot  USA 


FOR  OUTSWINGING 


ALUMINUM 
STORM  WINDOWS 
CASEMENT  WINDOWS 


I 
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DISTRIBUTORS 

cWDEALERS/ 

A  Few  Territories  Still  Available  to 
Qualified  Distributors  and  Dealers 

NO  INVENTORY  REQUIREMENTS 


NON-STANDARD  Shieldoll  Awnings  ore  manufactured 
within  twa  weeks  from  the  date  we  receive  your  order. 

LEAKPROOF  DESIGN  .  .  .  chimney  vent  ventilation  .  .  . 
all-weather  protection. 

CHOICE  OF  COLORS  .  .  .  solids,  stripes,  combinotions. 

STANDARD  SIZE  AND  COLOR  SHIELDALLS  ore  also 
available  ...  7  and  8  foot  circular  doorway  canopies  .  .  . 
three  sizes  .  .  .  venetian-style  door  awnings. 


•  FOLDERS 

•  COLOR  CHARTS 

•  NEWSPAPER  MATS 


Youngstown  industries,  Inc. 

710  South  State  Street 
Girard,  Ohio  Phone  5-5408 
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BUILDING  SPECIALTIES 


k  Combination 

STORM  and  SCREEN  DOOR 

of 

STAINLESS  STEEL 


Immcdiofe 


immcoifl 


your 

"DOOR  TO  PROFITS" 

offers 

11  MAJOR  POINTS 
of  SUPERIORITY 

Super-strong  welded  corners. 

Heavy  duty  door  check. 

Double  strength  gloss. 

Hinges  of  stainless  steel,  welded-in. 

Stainless  steel  reinforced  welded  push-bar. 
Screen  wire  of  stainless  steel. 

Quick  change-over  from  gloss  to  screen. 
Sloymoker  mortise  stainless  steel  lock. 

Stainless  steel  expanding  channels  —  for 
custom  fit. 

Reinforced  stainless  steel  welded  channels  for 
extra  door  strength. 

<D  "Tufflex"  Soundproofing. 

Challenger  Combination  Storm  and 
Screen  Doors  are  precision  engineered  to 
give  you  the  ultimate  in  design,  material 
and  construction. 

Excellent  consumer  acceptance!  Big  profit 
opportunity!  Investigate  today! 


•  Challenger  Product!,  Inc.,  Dept.  SN 
^  2601  Penn  Avenue,  Pittsburgh  22,  Pa. 

Gentlemen:  Please  send  me  more  information 

•  on  my  "Door  to  Profits"! 

•  Contractor  Q  Jobber  Q  Dealer  Q 


CHALLENGER  PRODUCTS,  INC. 

6601  Kelly  St.,  Pittsburgh  6,  Po. 


-Stole 


INSTANhflT 


EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


: 

r 

1 

1 

, 

1 

IMMEDIATE 

DELIVERY 

*  Sell  today  — 

Install  tomorrow! 

*  Fit  all  standard 
metal  casements! 

*  Installed  as  simply 

as  putting  up  screens! 

*  No  interference  with 
Venetian  blinds  or  drapes! 

EASIEST  WINDOW  TO  SELL! 

plus 

BIGGER  PROFITS 

Write  today  for  comptete  informotiom 


UNIVERSAL  FABRICATORS 

/BS-;86S600NE  AVf  .NIA  tO»«  fr 

Kl  2-0350 
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DOUBLE  COVERAGE  for  DOUBLE  PROTECTION 


Your  Customers  WANT  GLOBE 


Famous  Globe  Double  Cov¬ 
erage  WINDlok  Shingles  lock 
themselves  to  th»*  roof  so 
even  a  hurricanr*  couldn't 
lift  them  .  .  .  give  twice  as 
much  protection  .  .  . 

WHERE  THE  NEED 
IS  GREATEST' 


DOUBLE 

COVERAGE 


wmiok  SHINGLES  with  VERTIGRAIN ! 


The  Finest  Protection  Money  Con  Buy ! 

Like  the  famous  Patton  tank,  WINDlok  Double  Coverage  Shingles 
are  tough  . . .  well  built . .  .  they  can  take  it!  They  cover  the  entire 
roof  not  once  . . .  but  at  least  twice  with  lasting  shingle  protection! 
Even  the  strongest  winds  can’t  lift  them!  The  hardest  rains  can’t 
seep  under  them!  The  hottest  sun  can’t  destroy  them! 

Like  every  fine  Globe  product.  Double 
Coverage  WINDlok  Shingles  have  all  the 
exclusive  Globe  quality  features  that  have 
made  Globe  a  leader  in  the  industry! 
Globe  WINDlok  Shingles  are  recom¬ 
mended  by  leading  insurance  companies. 


Check  These  Additional 
EXCLUSIVE  GLOBE  SELLING  POINTS: 

l^^ndependent  color  experts  proite 
GLOBE  COLOR  BLENDING!  Yet,  a 
group  of  weft  knowrt  color  experts 
actually  declared  GLOBE'S  exclusive 
color  blending  to  be  of  the  very  finest! 

I^ttiy  Globe  hat  VERTIGRAIN  Texture! 
Vertigrain  it  the  exclusive  .  .  .  new 
Globe  texture  that's  taken  the  roofing 
industry  by  storm!  It's  the  only  really 
new  texture  development  in  years! 


WHEN  THE  NEED  IS  GREATEST  retemmnnd 

GLOBE  DOUBLE  COVERAGE  WINDlok  SHINGLES 

fot  Complot0  Dofoilt  writo,  wiro  or  phono 

GLOBE  ROOFING  PRODUCTS  CO.,  Inc. 

P.  O.  Box  430,  Whiting,  Indiana 


STEEL  CASEMENT 


by  the  bushel 


^4 


A  DEAL  YOU  CAN’T  MISS! 

ALL  CUSTOMERS  SATISFIED 
NO  INSTALLATION  NECESSARY 


BIG 


REASONS  WHY 


You  Should  Sell 

BARKHART 


Aluminum  Storm  Panels  For 
All  Makes  of  Steel  Casements 

1.  A  tremendous  100%  to  200%  profit  on  a  twenty-five  year  proven  quality 
product  approved  by  EVERY  casement  manufacturer. 

2.  No  labor  installation  problem  and  no  costly  call-backs. 
Headaches  are  eliminated. 

3.  Only  three  standard  sizes,  fit  any  roto  casement  without  preparation. 
Interchangeable  with  standard  screens. 

4.  Glazed  in  SECONDS  by  anyone.'  It’s  the  easiest  panel  in  the  world  to  glaze. 

5.  Saves  80%  to  90%  of  heat  otherwise  lost  at  only  52%  of  cost. 

BUY  BEST  ...BUY  BARHHART  STORM  SASH 

IMMEDIATE  DELIVERY! 

Completely  Glazed  3  High  Fixed  Aluminum  Storm  Ponel 
Mode  and  Glozcd  By  You  For  Only  $3.75  .  .  .  Mode  By  Us 
but  Glozcd  By  You,  $4.55 

SEND  FOR  SAMPLES  and  PRICE  LISTS 

Typ«t  Screen  or  Storm  Soth  Siiet 
II  l«-»aeI3<.'] 

13  l6-^x3« 

14  U-»«.4«'4 

Atk  About  Our  Special  Offer  On 
STANDARD  TYPE  13  SCREENS 
Broiue  Lacquer  Finish  Special  Wire 
For  ONLY  $1.22 


A.W.  BARNHART  CO. 


Manufacturers  and  Distributors 

SteeUAIuminum  Storm  Sash,  Screens,  Gloss  Jalousies, 
Combination  Units,  Etc. 


MAIN  OFFICE  AND  FACTORY 

140  Highland  Sfreef  •  PORT  CHESTER,  N.  Y. 
Telephone:  POrt  Chester  S-3330 
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WEATHtR-TlIt'i; 

TWO  OUTSTANDING 

SALES  GETTERS 


The  newest  sales  getters  from 
Weather-Tite  . . .  low  cost,  eye 
appealing  profit  makers  con¬ 
structed  of  finest  kiln -dried 
California  Redwood.  Built  with 
skillful  precision  to  insure  quick 
and  easy  installation.  Imme¬ 
diate  delivery  plus  attractive 
mots  and  sales  aids  to  in¬ 
crease  your  profits. 


i  '  "PICTURE 
FRAME" 

I  III  COMBINATION 


Beautiful  new  picture  frame 
style  moulding  adds  glamour 
to  any  home  .  .  .  has  built-in 
ventilator  at  no  extra  cost. 


w 

Weaiher-Tiie 

6305  EUCLID  AVENUE 
CLEVELAND  3,  OHIO 
Express  1-2816 
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On  tke  House . . . 


Dealers  who  have  made  good 
profits  in  the  new  construction 
market  in  the  past  will  be  cheered 
to  know  that  despite  Regulation  X 
the  building  industry  has  no  inten¬ 
tion  of  dying.  In  fact,  the  figures  for 
the  first  nine  months  of  19.>1  indi¬ 
cate  that  the  industry  has  already 
exceeded  the  K00,()00-home  limit  set 
by  the  Government.  As  the  New 
York  Times  reports: 

“Everybody  seensed  sui'prised 
when  the  Bureau  of  Labor  Statistics 
reported  an  impressive  number  of 
starts — 91,000 — during  September, 
Persons  who  have  watched  the 
feverish  work  carried  on  recently  in 
home  projects  all  over  Long  Island, 
in  New  Jersey,  and  to  a  lesser  ex¬ 
tent,  in  VV^estchester  County  and 
.Southern  Connecticut,  were  the 
only  ones  who  found  nothing  sur¬ 
prising  in  the  figures. 

“For  the  first  nine  months  of  the 
year  849,500  homes  have  been  put 
under  construction,  and  there  seems 
to  be  little  doubt  that  production  for 
1951  will  exceed  a  million  family 
units,  making  it  the  third  post-war 
year  to  reach  that  impressive  vol¬ 
ume  of  housing. 

“A  new  peak  was  set  last  year 
with  1,396,000  units,  following  pro¬ 
duction  of  1,025,100  homes  in  1919. 
The  builders  need  only  to  begin 
50,000  homes  nationally  in  each  of 
the  final  three  months  to  attain  the 
million  mark  again. 

“During  the  past  two  winters 
they  ‘carried  on’  at  an  average  rate 
of  95,0(K»  monthly  through  Decem- 
lier.  Even  if  output  is  reduced  by 
one-third  for  the  last  quarter  this 
\  ear,  1951  still  could  be  second  only 
to  1950  in  housing  achievements. 

"Much  of  the  work  now  going 
forward,  however,  is  on  the  liacklog 
of  permits  granted  and  work 
planned  to  get  ‘under  the  wire’  on 
Uegulation  X  mortgage  restrictions 
last  year,  or  projected  last  month  to 
get  ahead  of  the  Controlled  iMate- 
rials  plan. 

(Continued  on  Page  32) 
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YES!  IMMEDIATE  DELIVERY! 


Seaaty  GRILLE 

by 


ALL-ALUMINUM  —  for  all 
COMBINATION  STORM  DOORS 

A  thriving  business  awaits  you!  Your 
customers  will  appreciate  your  telling 
them  about  "Beauty-GRILLES"  —  for  more 
protection  and  added  appearance  — 
both  features  at  wonderfully  low  cost  in 
spite  of  zooming  aluminum  costs.  That 
spells  business-boom  for  you! 

A  complete  selection  of  push-grilles,  as 
well  as  decorative,  awaits  you  at  WEST¬ 
MORELAND  —  the  line  that  makes  and 
helps  close  more  sales  for  you! 


WESTMORELAND 


ALUMINUM  CANOPIES  .  .  . 

Here's  the  lowest  priced,  strongest  canopy  on  the  market. 
As  low  as  $15.95  list  (subject  to  usual  discounts),  you  can 
do  wonders  for  sales  volume  with  it.  For  example,  at  your 
low  cost,  use  Canopies  as  an  incentive  to  close  large  sales 
—  just  as  with  our  awnings  shown  below.  Whether  you 
sell  'em  or  give  them  away,  WESTMORELAND  can't  help 
but  add  profit,  prestige  and  personality  to  your  business. 


ALUMINUM  DOOR  SWEEPS  .  .  . 

With  li*«  rubber  —  an  excellent  o*er. 
the-coontcf  product.  For  wood  or 
oiuminum  door  bottoms 


Satin  finished  for  lasting 
beauty.  Eosily  installed  on 
combinotion  door 


ALUMINUM  AWNINGS  .  .  . 

Everyone  loves  the  cicon  lines 
and  enhonctng  colors  of  our 
oiuminum  ownings  Procticol, 
low-priced,  serviceoble 


November,  1951 


19 


BUILDING 

SPECIALTIES 

Novell!  Iier  1951 


NPA  Adds  Million  Lbs  01  Aluminum 
To  4th  Quarter  Window  Allotments 


Extra  metal  eases  plight  of  storm  sash  mfrs.  till  end  of 
year  but  prediction  for  1st  qnarter  is  still  20%  of  base 
— Anaconda  Copper  to  be  new  basic  alnminnm  producer 


F)ll  most  storm  sash  and  metal 
a  vv  n  i  n  jr  manufactui’ers  and 
their  dealers  the  aluminum  situa¬ 
tion  seems  likely  to  be  a  continuing 
source  of  difhculties.  h'rom  the 
statements  issued  recently  by  Man- 
ley  Fleishman  of  the  NPA  manufac¬ 
turers  of  consumer  durables  who 
use  aluminum  can  look  fonvard  to  a 
period  of  tight  supplies  all  during 
1952.  The  picture  is  not  one  of  un¬ 
relieved  gloom,  however. 

Due  to  the  efforts  of  the  National 
Combination  Storm  W  indow  &  Door 
Institute  the  metal  combination 
window  industry  will  receive  a  mil¬ 
lion  additional  pounds  of  aluminum 
for  the  fourth  quarter.  AKso  a 
threatened  cutback  of  10-20^^  for 
this  quarter  was  averted  as  a  re¬ 
sult  of  rain  in  the  northwest  which 
got  the  big  dams  of  that  area  pro¬ 
ducing  hydro-electric  power  needed 
for  aluminum  after  a  long  drought. 


For  the  time  being  all  indications 
are  that  manufacturers  will  receive 
about  21)'^  of  the  base  period  for 
the  first  quarter  of  1952.  This  is  not 
much  to  go  on  and  may  accelerate 
the  trend  towards  wood  and  plastics 
as  whole  or  partial  substitutes  for 
aluminum.  While  the  present  situa¬ 
tion  is  hardly  satisfactory,  the  long 
term  aluminum  outlook  is  more 
hopeful.  As  the  New  York  Times 
puts  it: 

‘‘.America’s  aluminum  industry 
has  widened  further  this  year  its 
margin  of  world  leadership  through 
a  17.59^  production  increa.se  and  a 
strong  start  on  a  .$50(),()00,0(»0  ex¬ 
pansion. 

“Even  before  conclusion  of  the 
enlargement  program,  which  is 
about  15^  complete  and  gaining 
momentum  rapidly,  plans  for  an- 
othei'  large  addition  to  productive 
capacity — perhaps  equal  to  one- 


third  of  the  industry’s  pre-Korea 
size — may  be  announced. 

“Top  defense  officials  have  been 
exploring  the  possibility  of  adding 
50(),()0(),0()0  pounds  of  raw  alumi¬ 
num  capacity  to  the  l,3(fb,()0(),bbb 
pounds  of  expansion  already  ap¬ 
proved  and  scheduled  to  be  in  opera¬ 
tion  by  the  early  part  of  1953. 

“When  a  major  part  of  this  huge 
project  has  been  brought  into  oper¬ 
ation  late  next  year,  the  acute  short¬ 
age  of  the  light,  silvery  metal  will 
vanish.  In  the  meantime,  hard- 
pressed  civilian  consumers  can  hope 
for  nothing  better  than  austerity 
rations  of  aluminum.’’ 

Some  I’sens  to  Suffer 
“With  military  demands  for  this 
key  material  growing  constantly 
the  first  six  months  of  1952  will  be, 
as  one  top  defense  official  recently 
put  it,  a  ‘wood  of  shade  and  some- 
(Continued  on  Page  32) 
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BUILDING  SPECIALTIES 


Lewis  Host,  Ass't  Treasurer 
(left),  Ben  Catania,  Vice  Pres., 
(center),  and  Anthony  Catania, 
Pres.,  (right)  of  the  Nation¬ 
wide  Corp.  examine  one  of 
their  plastic-framed  screens  at 
the  company  office.  Shown  in 
the  inset  is  one  of  the  glass  in¬ 
serts  of  their  plastic  combina¬ 
tion  resting  on  the  plastic 
track  in  which  it  slides.  Note 
the  corner  and  track  sections 
on  the  desk. 


f  l’.-t'  ..‘inttsy  WitioiiTV.dt'  Corp. 


By  ARNOLD  ROMNEY 


Plastic  Combinations  and  Storm 
Sash  Make  First  Appearance 


'■■'IIKKK  have  hcfii  many  niniois 
1  nf  iila.'tii.-  romiiiiiatioii  windows 
and  storm  sash  laltdy  hiit  until  now 
nothing  lias  artnally  hcim  otl'crotl 
to  the  trado.  Rocmitly  this  writor 
had  the  oi)|iortiinity  of  intt'rviow- 
injr  a  tnamifactiiror  who  is  ready 
to  plan"  a  full  line  of  plastic  storm 
sash  on  the  market.  The  maniifac- 
tiii'er.  Anthony  Catania,  jiresident 
of  the  Nationwide  Corporation, 
(ineens  X’illafte.  N.  'i'..  l!elie\es  that 
he  is  the  tirst  to  make  jdastic  storm 
sash  and  comhination  windows  for 
the  home  improvt'nnmt  market. 

At  the  company  plant  this  writer 
was  shown  a  I'ompk'ted  model  and 
track  seitions  of  a  plastic  trijile 
track  comhination  window.  An  end 
view  or  r-ross  section  of  the  track 
shows  Ki'i'at  similarity  in  shape  to 
♦hose  used  in  many  fd'  tin*  nudal 
comhinations  now  heintr  sold  hy 


most  dealers.  The  comhination  win¬ 
dow  has  an  in.set  type  of  oiitt'r 
frame,  two  jrlass  inserts  framed  in 
lilastic.  and  a  screen  section  al.so 
framed  in  pla.stic. 

Permanent  Colors 

While  the  sample  shown  was 
made  of  clear  plastic,  Catania  said 
that  jiractically  any  color  desired, 
including  aluminum,  coidd  he  su])- 
plied.  Such  colors,  he  pointed  out. 
art'  contained  in  the  plastic  itself 
anil  art'  therefore  lu'rmanent. 

In  atlilition  to  the  comhination 
lit  scrihed  aho\  t'.  a  coniidt'tt'tl  moilt'l 
of  a  plastic  "clip-on"  ca.semt'iit 
storm  sash  of  the  type  which  is 
fastened  on  the  room  side  of  an 
outward  opt'iiintr  casement  was 
demonstrated.  A  corner  section  of 
this  storm  sash  reveals  that  it  is 


fundamentally  similar  in  shape  to 
its  metal  counteriiart.  There  is  a 
Ki'oove  in  which  a  ruhher  Rlazinpr 
seal  can  he  placed  and  a  channel  for 
a  larjte  ruhher  Kuskt't  which  Kot'-"^ 
around  the  entire  rim  of  the  panel. 

Another  plastic  storm  .sash  that 
Nationwide  is  now  makiiiK  is  the 
horizontal  slidintr  ca.sement  tyiie 
with  panels  that  move  hack  and 
forth  like  the  doors  of  a  show  case. 
In  this  tyjie  the  jrluss  jianels  and 
.screen  in.serts  are  framed  in  jilastic 
and  slide  in  simple  sipuire  L'-shaped 
plastic  tracks. 

Just  what  this  plastic  material  is 
Catania  did  not  reveal,  hut  the 
])rice  is  exjK'cted  to  he  comi)etitive 
w  ith  aluminum  and  wood.  The  jilas- 
tic  used  in  this  new  line  of  storm 
wiiulows  was  specifically  chosen  for 
its  ability  to  resist  the  extremes  of 
{('oHfiitiK  (}  (III  Pniji  .’iS) 
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Playing  Cards  And  Direct  Mail 


By  WILLIAM  SHEPPARD 

Sales  and  Advertising  Consultant 

Part  II 

(Second  of  a  series  on  specialty  advertising 
which  began  in  the  October  issue.) 

ADVERTISING 

\  S  we  have  discussed  previously, 

you  have  only  three  advertis¬ 
ing  jobs  to  do; 

1.  Identify  your  business 
name. 

2.  Establish  customer  and 
prospect  goodwill. 

3.  Promote  sales. 

We  have  .seen  that  the  calendar  is 
one  of  the  most  effective  and  eco¬ 
nomical  means  of  establishinjr  — 
and  keeping  established  —  your 
company’s  name.  The  calendar,  by 
Koinjr  into  the  home,  also  is  a  power¬ 
ful  means  of  creating  “customer  in¬ 
surance."  However,  while  the  cal¬ 
endar’s  work  leads  to  .sales,  it  is  by 
its  nature  weak  in  creating?  direct 
sales. 

Now  I  want  to  jro  over  with  you 
an  advertising  medium  that  can  do 
all  three.  And  do  it  in  a  strikinjjly 
novel  manner.  This  nej^lected  and 
at  the  same  time  fast  Ki’owinjr  .sales 
l)romotion  vehicle  is  the  IMayiiijr 
Card. 

Now.  it  .seems  to  me.  that  if  I  am 
to  persuade  you  to  pay  serious  at¬ 


tention  to  the  u.se  of  Playing  Cards. 
I  must  do  two  things: 

1.  Show  you  that  Playing 
Cards  can  do  an  advertisng 
job. 

2.  Show  you  how  to  put  Play¬ 
ing  Cards  to  work  promot¬ 
ing  .sales  for  you. 

F’irst.  let’s  admit  that  Playing 
Cards  are  u.sed.  Oh,  sure,  not  every 
day  like  the  radio,  but  the  Associa¬ 
tion  of  American  Playing  Card 
.Manufacturers  have  proven  by 
thorough  surveys  that  90^^  of  the 
people  play  cards  and  in  1947  the 
J.  Walter  Thompson  Comi)any 
Consumer  Panel  established  that 
4  out  of  5  people  preferred  Play¬ 
ing  Cards  as  entertainment  to 
movies,  theatres,  concerts,  radio, 
jihonograph  or  social  visits  as  a 
means  of  spending  a  plea.sant  and 
inexpensive  evening  with  family  or 
friends. 

Playing  Cards 

It  is  this  playing  cards  with 
friends  where  you  come  in  so 
strongly.  F'or  it  has  been  said  by 
leading  Playing  Card  advertisers, 
“Advertising  Playing  Cards  are  the 
only  medium  we’ve  found  that  gets 
our  customers  to  tell  their  friends 
about  us."  How  does  this  happen’.' 
By  jilacing  an  adverti.sement  on  the 
back  of  the.se  cards,  so  that  when 
your  customer  and  his  friends  play 
cards  they  will  be  looking  at  52 
miniature  billboards  shouting  your 
name  and  services. 

How  natural  at  this  time  for  your 


cu.stomer’s  friend  to  say.  “Who  is 
this  Smith-Jones  Company’.'” 

Then  your  customer  will  reply. 
“Why  they  are  the  outfit  that  insu¬ 
lated  our  house." 

“Yeah’?  How  do  you  like  if.'  Did 
they  do  a  good  job’.'” 

Then  you  will  get  the  most  valu¬ 
able  advertising  there  is:  irord  of 
mouth  ndvcrtixiufi,  when  your  cu.s- 
tomer  tells  his  friend,  “I  don’t  know 
how  I  got  along  without  insulation. 
And  the  Smith-Jones  Company  cer¬ 
tainly  did  a  good,  clean  job.” 

“Well,  I’ll  have  to  give  them  a 
call.  I  .see  their  address  and  phone 
number  is  right  here.  I’ll  write  it 
down." 

That  is  how  Playing  Cards  do 
their  advertising  and,  as  we  di.scuss 
di.stribution  i)lans,  you’ll  see  other 
ways  in  which  they  spread  the  good 
word  about  you. 

If  I  were  a  Sales  Manager  again 
for  a  building  specialty  dealer,  I 
would  get  a  supply  of  Playing 
Cards  with  a  picture  of  my  building 
and  its  address  on  them.  Then  1 
would  u.se  them  in  the  following 
ways : 

1.  With  the  order.  1  would  let 
each  .salesman  give  a  pack  away  as 
he  writes  the  order.  .And  1  would 
tell  him  to  show  the  pack  (perhaps 
accidently-on-purpose)  so  that  the 
wavering  prosjiect  will  have  an¬ 
other  rea.son  for  saying  “A'es.” 
Think  what  an  advertising  medium 
that  is:  vour  customer  gets  a 
{Continued  (/n  Page  48) 


The  unsightly  house  shown  in  the 
transformed  into  the  handsome  home 


From  Data  Furnished  By 
The  Asbestos  Cement 
Products  Association 


DriilXC  the  past  two  decades 
millions  of  Americiin  homes 
have  l)een  jriven  new  life,  new 
beauty  and  new  serviceability 
through  re-sidinjr.  The  business  of 
installinjr  new  sidinjr  has  earned  an 
important  and  resix^cted  place  in  the 
buildinj!;  industry  and  the  nation’s 
economy. 

Chiefly  resi)onsible  for  this  popu¬ 
lar  procedure  for  revitalizing:  old 
dwelling’s  are  asbesto.s-cement  sid¬ 
ing  shingles.  Pioneers  in  their  field, 
they  have  kept  ptice  with  the  times. 
New  colors  and  surface  treatments 
have  added  to  their  decorative  ajv 
peal.  Improved  manufacturing  tech¬ 
niques  have  given  them  outstand¬ 
ing  qualities  of  performance 


smaller  photograph  was 
above  by  asbestos  siding. 


Most  extensively  used  of  all  mem¬ 
bers  of  the  asbestos-cement  family 
they  serve  as  permanent,  fireproof 
and  attractive  sidewall  coveiing. 
They  actually  become  harder  and 
stionger  with  age.  They  aie  im¬ 
mune  to  the  ordinary  deteriorating 
effects  of  rain,  snow,  ice,  extreme 
cold  and  heat,  alternate  freezing 
and  thawing.  I5ecau.se  they  letiuire 
neither  initial  painting  nor  subse- 
(luent  perservative  treatment,  they 
reduce  maintenance  to  a  minimum. 

lmpt)ssible  to  ignite,  even  with  a 
blow  torch,  they  also  afford  a  stib- 
stantial  degree  of  protection  against 
fii’e.  There  are  many  recorded  in¬ 


Asbestos  \ 


stances  in  which  asbestos  siding 
has  been  credited  with  saving 
homes  from  destruction  by  llames 
from  adjacent  burning  buildings. 

Asbe.stos  siding  is  available  in  a 
variety  of  pleasing  surface  treat¬ 
ments,  butt  lines  and  colors.  A  spe¬ 
cific  tyi)e  can  be  selected  to  blend 
with  any  surrounding,  yet  remain 
attractively  distinctive. 

The  siding  is  produced  in  two 
major  types,  one  with  the  exposed 
surface  textured  in  wood  grain  or 
tapered  line  designs  and  the  other 
with  a  smooth  surface.  15oth  types 
are  available  with  either  straight 
or  wavy  exposed  butt  lines.  Addi¬ 
tionally,  the  textured  units  can  be 
obtained  with  staggered  butt  lines 
which  give  them  the  appearance  of 
shingles  applied  in  the  thatch 
method.  The  appealing  shadow  lines 
effected  by  asbestos  siding  add  in¬ 
terest  to  the  overall  exterior  of  a 
home. 

Colors  available,  besides  the  ever 
popular  white  and  varying  shades 
of  gray,  include  green,  brown  and 


Popular  with  home  owners  because  of  its  handsome 
appearance,  modest  cost,  and  durability,  asbestos 
cement  siding  is  profitable  and  easily  applied 
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bull'  in  solid  or  blending  tones. 

Designed  for  use  on  any  type  of 
frame  building  no  matter  what  tlie 
architectural  style,  asbestos  siding 
formerly  was  employed  principally 
in  remodeling  of  homes,  commercial 
and  industrial  buildings  and  such 
structures  as  churches,  schools,  and 
farm  service  buildings.  Its  applica¬ 
tion  on  an  aging  building  with  worn 
siding  can  effect  a  remarkable 
transformation,  lending  new  beauty 


should  be  set  down  with  reasonable 
care,  not  thrown  from  the  truck. 
Packages  usually  are  bound  by  wire 
and  sufficiently  protected  by  card¬ 
board  so  that  they  will  not  be  dam¬ 
aged  if  proper  precautions  are 
taken.  Packages  should  not,  for  ex¬ 
ample,  be  lifted  or  dragged  by  the 
wire  banding,  as  that  may  mar  the 
edges  of  the  shingles. 

If  possible,  siding  should  be 
stored  in  a  diy  place  until  used. 


methods  of  storing  may  vary  with 
individual  manufacturers.  .A  fre- 
(luent  recommendation  calls  for 
stacking  the  shingle  edge  down  on 
planks  at  least  four  inches  from  the 
ground  and  in  piles  not  more  than 
three  feet  high. 

Shingle  Cutter — I’se  of  proper 
tools  and  e(iuipment  speeds  applica¬ 
tion  of  asl)estos-cement  siding  and 
thus  is  a  factor  in  economical  u.se  of 
the  material.  It  also  helps  assure 


Cement  Siding  Application 


and  structural  .soundness.  The  ma¬ 
terial  can  be  applied  (luickly  over 
existing  wood  shingles,  clapboards 
or  stucco. 

In  recent  years,  its  advantages 
having  become  more  generally 
known  by  virtue  of  its  proven  per¬ 
formance  on  old  buildings,  asbestos 
siding  has  been  utilized  more  and 
more  in  new  construction.  There  it 
is  nailed  dii  ectly  over  wood  sheath¬ 
ing,  or  attached  securely  to  gypsiun 
or  insulating  board  sheathing  by 
means  of  special  fasteners. 

Most  asbestos  siding  is  produced 
in  shingles  Ai^i-inch  thick,  24  inches 
wide  and  12  inches  deep.  In  applica¬ 
tion  the  shingles  generally  are  head- 
lapped  1  •  2  inches,  leaving  an  ex- 
jKJsed  surface  of  KM  ■_>  'w  24  inches. 
Clapboard  asbestos-cement  siding 
also  is  available  from  some  plants. 

Asbestos  siding  is  sold  in  stjuares, 
with  a  square  comprising  sufficient 
material  to  cover  100  s(iuare  feet  of 
wall  area.  Oidinarily  there  ai’e  oT 
shingles  to  a  sciuare,  packaged  in 
three  bundles  of  19  shingles  each. 
Shipping  weight  of  a  square  is  ai> 
proximately  17")  to  18.5  pounds. 

Like  all  quality  materials,  asbes¬ 
tos  siding  should  be  given  i)roper 
care  in  transporting  and  storing.  If 
tincked  during  rain  or  snow  it 
should  be  protected  by  a  tarpaulin, 
waterproof  felt  or  other  adequate 
covering.  In  being  unloaded  it 


preferably  in  an  enclosed  structure. 
Otherwise  it  should  be  covered  with 
a  waterproof  covering.  The  purpose 
of  these  precautions  is  to  jnevent 
efllorescent  discoloration  of  the 
shingles,  a  condition  commonly 
known  as  “blooming.” 

Specific  instructions  regarding 


completely  satisfactory  results. 

Although  asbestos  siding  shingles 
are  cut  and  punched  for  nailing  at 
the  factory,  additional  cutting  and 
jiunching,  as  well  as  notching,  gen¬ 
erally  are  neces.sarv  on  the  job  site. 
F'or  this  purjiose  an  asbestos  shin- 
(ContiiiiK'd  on  Page  41) 


Applying  asbestos  cement 
siding  in  new  construc¬ 
tion.  The  manufacturers 
supply  3  by  12  inch  back¬ 
er  strips  of  water-repel¬ 
lent  felt  for  installation 
back  of  the  vertical  joint 
where  the  shings  are  butt¬ 
ed  together.  Fifteen-lb. 
asphalt  -  saturated  felt  is 
commonly  used  as  an  un- 
derlayment  material.  Tar- 
saturated  felt  should  not 
be  used  as  it  will  stain 
the  asbestos  shingles. 

—  Photos  court isy  Asbestos 
Cement  Products  Association 
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Maryland  Dealer  Makes  50% 
Of  His  Sales  By  Telephone 


By  ALBERT  S.  KESHEN. 
Special  Correspondent, 
Building  S;>ecialties 


Efficient  telephone  relations 
with  the  puhlie  can  i)rovide  the 
stroiiKest  link  in  any  dealer’s  or- 
KJinization.  Ofteti  the  first  contact  a 
potential  customer  makes  with  a 
lirni  is  through  a  j)hone  call.  If  the 
n*ply  is  unsatisfactory  and  the 
matter  dropi)ed  then  and  there,  the 
sail*  may  he  irrevocahly  lost.  Since 
the  stroiiKe.st  impressions  are  usu¬ 
ally  those  made  directly  at  the  out- 
.set,  it  is  extremely  imjiortant  that 
this  inital  transaction  he  complete 
and  favorable  to  the  caller,  leadin.ir 
him  to  want  to  continue  relations 
with  a  firm  which  has  such  a  pli  as- 
aiit-siieakiiiK  and  intellifrent  rejire- 
•seiitative. 

Actimr  on  this  iirinciiile.  South¬ 
ern  Veiu'tian  Mlind  and  Awninjr 
Corp.  of  Silver  Siiriny.  Md.  has 
made  certain  that  no  liusiness  will 
he  lost  at  the  switchboard,  if  hu¬ 
manly  possible.  The  president. 


Barney  H.  Kraft,  in  explaining 
these  precautions  iiointed  out, 
“About  50  percent  of  our  sales  are 
made  over  the  phone,  so  you  can’t 
blame  us  for  .seeing  to  it  that  this 
part  of  our  organization  is  kejit  up 
to  an  extremely  high  point  of  effi¬ 
ciency.  \Ve  can’t  afford  to  lose  a 
single  po.ssible  lead  through  this 
channel." 

Here  are  a  few  of  the  basic  prin¬ 
ciples  carried  out  by  Mr.  Kraft  in 
obtaining  this  objective: 

1.  Have  the  switchboard  in 
charge  of  an  experienced  sales¬ 
woman  and  not  merely  an  answer 
receiver.  The  "hello  girl”  in  this  in¬ 
stance  is  a  mature  woman  who  has 
had  selling  experience  and  is  thor¬ 
oughly  trained  in  the  inoducts  and 
the  comiiany’s  way  of  doing  busi- 
iic.ss.  .She  does  not  have  to  interrupt 
a  conversation  by  switching  a  call 
to  a  salesman,  but  in  most  instances 
is  coiniietent  to  carrx'  on  the  conver¬ 
sation  all  the  way.  H  'l’  i»urpo.se, 
however,  is  to  make  a!i  apixtint- 
ment.  or  have  tlie  callei*  come  into 
the  store  to  clo.se  the  deal. 

2.  Never  mention  price  over  the 


Barney  H.  Kraft  standing  outside  his  office  in  Silver  Spring,  Md. 
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iRAndolph  0640  SHepherd  08211 

Newspaper  advertisements  like  this  have 
resulted  in  many  telephone  inquiries. 

phone*.  The*  re'asons  are*  obvious.  It 
is  manife'stly  unfair  to  give*  a  eiuo- 
tation  without  atfoiding  an  oppor¬ 
tunity  to  show  the*  irroduct,  and 
de>.scril)e*  its  (iualitit*s  in  de*tail. 

:>.  Cultivate*  a  frie*ndly  te*le*i)hone 
voice*.  Human  nature*  varie*s  and 
whe*n  the*  person  on  toe*  othe*r  end  of 
the*  wire*  hears  a  sympathetic  re- 
spon.se,  the  reaction  is  to  expand  and 
to  dwell  at  length  on  that  jiarticular 
per.son’s  ])roble*ms.  .Sometiine*s  the 
caller  even  strays  off  business  con- 
veisation  and  goe*s  into  i)e*rsonal 
affairs  which  often  have  humorous 
lamitications.  But  the  main  purpose 
is  to  u.se  the*  wai’inth  and  appe*al  of 
the  human  voice*,  directed  into 
allii'inative  busine.ss  channel.s — in 
other  words,  a  future  .sale*. 

To  ge*t  the  inildic  to  call  in  the 
office  al.so  entails  a  far-reaching 
and  compiehensive*  program  which 
takes  in  all  leading  types  of  media. 
One  of  the  most  successful  is  the 
distribution  of  a  give*-away  novelty 
which  encourages  use  of  the  tele¬ 
phone.  Made  of  plastic,  it  is  used  to 
cover  the  mouthjnece  of  a  phone  and 
is  well  received  by  housewives  be- 
(Continued  on  Paqc  S3) 
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Make  Your  Combination  Door  Sales  Zoom  With 

DOOR  GRILLES 


From  Data  Furnished  By 
Westmoreland  Mfg.  Co. 


Modern  combination  door 
jrrilles  are  enjoying  an  ever 
widening  i)opidarity  among  dealers 
these  days.  The  reasons  are  not 
surprising.  Nothing  makes  the 
front  of  a  home  look  .so  attractive 
as  a  good  looking  combination  door. 
Since  m!)st  doors  look  alike  to  the 
average  home  owner,  he  often 
wants  to  distinguish  his  house  from 
tho.se  on  either  side  with  a  grille  of 
distinctive  design.  The  wide  variety 
of  designs  now  available  make  it 
easily  possible  for  the  dealer  to 
satisfy  this  desire  for  distinction 
on  the  home  owner’s  jiart  while  at 
the  .same  time  his  neighbor  can  be 
sold  an  eipially  attractive  but  dif¬ 
ferent  grille. 

There  are  actually  two  markets 
for  door  grilles.  One  is  among  those 
home  owners  who  already  have 


ca.mbination  doors  while  the  other 
is  among  the  va.st  number  of  own¬ 
ers  who  want  to  buy  an  attractive 
door  for  both  decorative  and  utili¬ 
tarian  reasons.  Many  dealers  who 
have  grilles  in  .stock  prefer  to  kee]) 
them  for  new  customers  who  may 
be  more  readily  sold  on  a  combina¬ 
tion  door  that  has  a  grille.  While 
a  good  salesman  can  .sell  any  qual¬ 
ity  door,  there  is  no  doubt  that  a 
handsome  grille  often  makes  the 
sale  easier. 

It  would  be  a  mistake  to  think 
that  grilles  .serve  a  i)urely  decora¬ 
tive  i)urpo.se.  They  have  their  i)rac- 
tica!  uses  too.  In  fact,  many  buyers 
prefer  them  for  utilitarian  reasons. 
They  not  only  .serve  as  i)u.sh  bars 
but  they  al.so  prevent  the  glass  in¬ 
serts  from  shattering  when  .struck 
by  a  ball  or  stone.  People  ai’e  also 
less  likely  to  push  their  hands 
through  the  glass  accidentally 
when  there  is  a  grille  on  the  door. 
(Pass  inserts  stay  cleaner  longer 


when  protected  by  a  grille  becau.se 
visitors  i)ut  their  hands  on  the 
grille  instead  of  the  glass  when 
oi)ening  or  closing  the  door. 

Some  designs  extend  over  the  en¬ 
tire  glass  area  of  the  door,  while 
others  are  narrower  and  stretch 
across  the  middle  from  side  to  side. 
The  narrow  designs  .sometimes 
have  a  single  letter  or  initial  in  the 
center  or  the  entire  last  name 
spelled  out  in  aluminum  letters. 
The  latter  is  extremely  useful  since 
it  serves  both  as  a  i)rotective  |)ush 
bar  and  as  a  sign  or  identiticaticiu 
as  to  the  owner. 

Installation  is  extremely  simole 
and  can  be  done  within  a  few  min¬ 
utes.  The  grille  can  be  placed  in 
front  of  or  behind  the  glass  or 
.screen  inserts.  A  few  holes  have  to 
be  drilled  and  tapped  in  the  inner 
edges  of  the  stiles  and  rails.  The 
grilles  usually  come  pre-drilled  and 
and  screws  are  driven  home  with  a 
few  quick  turr.s  of  a  screw  driver. 


A  wide  variety  of  beautiful  grilles  like  these  will  help  boost  your  sales  of  combination  doors. 

II  ,..‘w  ,  I  ]/l  I.  ( 


Applying  mineral  wool  insulation  with  a  blower.  Same  method  is  used  for  between-the-wall  installation. 

f'hoto  courtesy  n  Ihll  Co 


Survey  By  The  Mineral 
Wool  Association  Shows 


Why  Insulation  Offers  You 
Vast  Profit  Opportunities 


By  E.  R.  STEVENS.  Pres., 
National  Mineral  Wool  Association 


DlsrUiniTKI)  imifornily  in 
citic.s  ami  towns  throuy^hoiit 
tlu*  I'nilcd  Stains,  them  are  Ihon- 
samls  of  fatnilins  n-ady,  willing  and 
tinaiicially  ahU*  to  insidati*  thnir 
homes.  All  most  of  them  need  is  an 
invitation  to  invest  in  this  improve¬ 
ment :  they  are  virtually  waiting 
for  a  salesman  to  call. 

T'his  remarkable  situatiiiii. 
amonjr  others  etpially  eneouraKin.ir 
to  roofer.s  and  building’  specialty 
dealers,  is  disclosed  bv  a  com 


Many  dealers  have  sought  to  solve  the  problem  of  keeping  up  an  adequate 
volume  of  business  during  a  period  of  metal  shortages  by  adding  to  their  line  of 
products.  However,  this  has  not  always  proved  helpful  since  there  are  very  few 
home  improvement  items  that  are  not  affected  by  the  scarcity  of  metal  for 
consumer  use.  Mineral  wool  is  one  of  the  few  building  specialty  products  which 
is  not  in  short  supply.  The  advantage  of  this  product  is  that  it  is  more  than  a 
mere  additional  item  for  it  otters  the  dealer  the  opportunity  of  entering  another 
BUSINESS  in  the  specialty  field — the  business  of  selling  and  applying  home 
insulation.  To  give  our  readers  a  clear  cut  picture  of  the  vast  opportunities 
offered  by  the  home  insulation  business,  BUILDING  SPECIALTIES  presents  the 
following  article  written  exclusively  for  this  publication. 


prcliciisi\ f  .'purvey  just  completed 
ami  now  made  public  for  the  fir.st 
time  by  the  National  Mineral  Wool 
A.s.s<iciati()n.  The  canvas  covered  52 
incorporated  communities  ranging 
in  size  from  New  York  1<t  towns  of 


2,500  population,  embracing  all 
geographic  and  climatic  areas  from 
Los  Angeles  to  Boston. 

Outstanding  among  the  statistics 
gathered  was  one  set  of  figures 
which  constitutes  both  a  past  in- 


) 
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aictment  and  a  future  challenge  for 
the  Hrms  and  individuals  engaged 
in  sellinjf  Idown  mineral  wool  for 
insulation  of  homes  already  con¬ 
structed. 

This  specific  discoveiy  was  that, 
of  all  the  non-insulated  homes  vis¬ 
ited  in  the  survey,  the  amazing 
total  of  46  per  cent  had  never  been 
called  on  by  a  .salesman  of  home  in¬ 
sulation. 

And.  of  the  remaininjr  54  per 
cent  who  had  been  asked  to  buy  at 
one  time  or  another,  55  per  cent 
had  not  been  called  on  within  the 
preceding  twelve  months! 

This  revelation  becomes  all  the 
more  surprising  when  it  is  realized 
that  every  home  covered  in  this 
phase  of  the  survey  was  a  jrood 
prospect.  The  canvass  was  confined 
to  owner-occupied  dwelling  units. 
The  oi)inions  on  which  the  conclu¬ 
sions  were  made,  in  every  single 
ca.se,  come  from  “the  head  of  the 
house,”  the  individual  in  each  fam¬ 
ily  with  the  power  to  decide  and  to 
buy.  The  interviews,  also,  were  re¬ 
stricted  to  organized  communities. 
Rural  farm  homes  and  rural  non¬ 
farm  homes  were  purposely  ex¬ 
cluded. 

It  was  revealed,  not  too  surpris¬ 
ingly,  that  the  owners  of  these  non- 
insulated  homes  had  been  spending 
freely  on  other  major  acces.sories 
for  the  home,  both  in  the  necessity 
and  the  luxury  categories. 

Since  1946,  to  cite  a  few  e.xam- 
ples,  44  per  cent  had  bought  auto¬ 
mobiles:  ,‘51  per  cent  had  inve.sted 
in  television,  24  per  cent  in  a  fur¬ 
nace,  22  per  cent  in  a  new  roof,  10 
per  cent  in  siding,  >‘52  per  cent  in 
rugs,  31  per  cent  in  a  washing  ma¬ 


chine,  35  per  cent  in  furniture  and 
9  per  cent  in  storm  windows. 

P'orther  to  back  uj)  the  major 
premi.se  that  a  vast  market  awaits 
the  alert  salesman  of  good  home 
insulation,  it  was  found  that  43  per 
cent  of  owners  now  living  in  non- 
insulated  homes  would  like  to  buy 
insulation  for  their  homes.  Not  only 
that,  but  34  i)er  cent  of  the  owners 
now  occupying  partially  insulated 
homes  are  ready  to  buy  additional 
insulation  for  the  buildings  in 
which  they  live. 

Although  many  of  them  had  not 
been  exposed  to  the  arguments  of 
a  .salesman  at  any  time,  the  fami¬ 
lies  visited  made  it  plain  they  knew 
something  about  the  values  of  insu¬ 
lation  in  a  home 

Among  owners  of  non-insulated 
homes,  for  exami)le,  an  impre.ssive 
75  per  cent  were  convinced  that  in¬ 
sulation  would  result  in  fuel  .sav¬ 
ings  and  made  that  a  major  reason 
for  their  interest;  60  per  cent  were 
sure  it  would  increase  the  warmth 
of  their  homes ;  61  per  cent  knew  it 
would  have  an  effect  on  the  home’s 
coolness  during  the  year’s  hotter 
months. 

Naturally,  these  expressions  of 
confidence  increased  when  the  in¬ 
terviewers  encountered  owners  of 
homes  that  were  either  partially  or 
fully  insulated.  A  good  90  per  cent 
of  family  heads  in  partially  insu¬ 
lated  homes  were  ready  to  testify 
about  substantial  fuel  .savings  due 
to  insulation:  the  majority  ro.se  to 
92  percent  in  testimony  from  own¬ 
ers  of  fully-insulated  dwellings. 

The  same  general  pattern  of  in¬ 
creasing  interest  was  di.scovered 
when  the  conductors  of  the  survev 
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OF  THE  NONINSULATED  HOMES 


HAVE  NEVER  BEEN  CALLED  On/ 


AND  OF  THE 


54% 


WHO  HAVE  BEEN 


CAUED  ON  AT  SOME  TIME 


55%  HAVE  NOT  BEEN  CALLED  ON 


WITHIN  THE  PAST  YEAR/ 


43% 


OF  OWNERS  NOW  OCCUPYING 
NONINSULATED  HOMES 


WOULD  LIKE  TO  BUY  INSULATION. 


34% 


Of  OWNERS  NOW  otcUPYING 
PARTIALLY  INSULATECF  HOMES 


WOULD  LIKE  TO  BUY 


ADDITIONAL  INSULATION! 


♦lueried  home  owners  about  the  ex¬ 
tent  to  which  they  thought  insula¬ 
tion  was  “nece.s.sary  and  u.seful.” 
Of  owners  of  non-insulated  homes, 
6Si  per  cent  were  “enthusiastic” 
about  the  value  of  insulation:  the 
proportion  rose  to  85  per  cent 
among  owners  of  j)artially  insu¬ 
lated  homes,  and  went  to  88  per 
cent  when  the  (lue.stion  was  put  to 
families  already  enjoying  the  bene¬ 
fits  of  full  insulation. 

“Quite  favorable”  reactions  from 
another  large  .segment  in  each  of 
the  three  categories  made  the  en- 
dor.sement  of  home  insulation  prac¬ 
tically  unanimous  from  all  home 
owners  called  upon  for  an  opinion. 

In  carrying  out  the  survey,  the 
(Continued  on  Ca(fe  37) 
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New  Gas 
Conversion  Burner 

Tlie  National  conversion 

Inirner  is  llie  most  recent  addition 
to  the  line  of  lieatinjr  eciuipnient 
that  is  nationally  distrihuted  hy  The 
National  Uadiato)’  Co..  Johnstown, 
I'a. 

This  new  conversion  biiiner. 
listed  hy  A.  C.  A.,  has  a  natiii  al  and 
mixed  }.;as  input  ranjre  from  7o.<i(l0 
to  I’.tii.  |)er  hour. 

•Adjustable  for  use  in  either 
round  oi'  rectangular  lireboxes,  the 
National  conveision  bui'iier  al.so  is 
available  in  a  sjjecial  model  with  a 
lowei’  burner  head  i)osition.  This  is 
said  to  be  advanta^reous  when  in¬ 
stallation  is  made  in  wet  base 
boilei’s. 

.'^tai.dard  Iniiner,  model  number 
.\CiC-2().')  and  special  type,  model 
number  N(iCVV-2().'),  come  with  a 
red  bakt'd  enamel  finisli  on  a  heav\- 
steel  burnei'  duct.  .An  autojnatic 
.safety  |)ilot  an<i  a  .solenoid  tyjK' elec¬ 
tric  jias  valve,  both  made  by  \\  hite- 
Uodeei-.^.  are  standard  e<iuipment. 

*  4:  4: 

Cermak  Announces  Heavy 
Duty  Tile  Pieces 


Cermak  Tile  Company.  Inc.  an¬ 
nounces  two  new.  heav,\-duty  i)la.s- 
tic  w.all  tile  i)iece.s.  They  are  known 
as  the  lUillnose  Cai>  and  Uullno.se 
Outside  ('oi  nei-  Cai).  Uoth  tiles  have 
'  i.i”  Jeep,  smooth  ed<jes  <»n  all  foui' 
sides  for  rapiii.  pei  fectly  butted  in¬ 
stallation.  To|)  and  bottom  edjres 
have  a  jrraceful  tai)er  and  the  b") 
bevel  at  each  end  jrives  a  deep  tufted 
.appearance. 


The  Uullno.se  Cap  tile  is  1  |  ”  liijrh 
and  <>•',<{”  lonjr.  The  Uullno.se  Out¬ 
side  Corner  Caj),  available  foi’  either 
lifrht  oi‘  left  hand  returns,  is  1"|'' 
hiyh,  I'l”  on  the  lonjr  side,  and 
2'({"  on  the  short  side.  Uoth  tiles 
are  deep  at  the  crest  of  their 
curved  face.  .Available  f(»r  December 
delivery,  they  are  to  be  furnished  in 
Cermak’s  S  standard  trim  colors. 

*  *  * 

Crawford  Doors  Treated 
With  New  Preservative 

Robert  .A.  llackathorn.  president. 
Crawford  Door  Company,  Detroit, 
manufacturers  of  residential  and 
industrial  jiarajie  doors,  announces 
that  eliective  immediately,  all  of  the 
comiiany’s  products  delivered  east 
of  the  Rockies  will  lie  treated  by  the 
new  .Ma<ti-Cote  Process  for  wood 
pK'servation. 

The  .Ma}>i-(A)te  li(|uid  not  onl\ 
forms  a  .seal  within  the  pores  of  the 
wood  but  al.so  a  toiijih.  ela.stic  seal 
over  the  entire  surface  of  the  door. 
includin}t  the  edges  and  joints  which 
usually  are  left  unjiainted.  Thus, 
the  entire  wood  surface  is  protected 
against  .soiling  and  moisture  during 
handling  and  erection  and  the  entire 
door  is  protected  for  life  against 
moisture,  fungi  which  attack  wood 
in  certain  climates,  termites,  dry- 
rot.  etc. 


New  Folder  On  Fiberglas 
Insulation  Available 

.A  six-page  folder,  pointing  out 
the  benefits  gained  from  using 
Fiberglas  building  insulations,  is 
being  made  available  to  builders, 
dealers,  jobbers,  contractors  and 
consumers  by  the  Owen.s-Corning 
Fiberglas  Corporation. 

Presented  in  easy-to-read  style 
and  in  a  size  which  makes  it  ea.sy 
to  carry  in  a  pocket  or  iHirse,  the 
illustrated  folder  exjilains  why  in¬ 
sulation  is  important,  where  it 
should  be  in.stalled  in  a  home  and 
how  the  homeowner  can  get  the 
most  from  his  insulating  materials. 

Illustrations  and  information 
about  five  types  of  Fiberglas  build¬ 
ing  insulations — roll  blankets,  batt 
blankets,  utility  batts,  iiouring  wool 
and  iierimeter  insulation— are  in¬ 
cluded  on  the  folder’s  back  page. 
The  folder  is  exjiected  to  have  wide 
di.stribution  among  individual  con¬ 
sumers  who  are  becoming  increa.s- 
ingly  intere.sted  in  benefits,  jiroper- 
ties  and  uses  of  Fiberglas  products 
in  home  building,  apiiliances  and 
other  item;'.  u;;ed  in  the  home. 

♦  «  « 

9-Ft.  Wide 
Garage  Door 


.Strand  overhead  garage  doors  in 
the  !>'  width  come  in  a  brand  new 
canopy  type  and  in  the  receding 
(track-type),  and  they  are  made  of 
galvannealed  .steel,  .strand  division 
of  Detroit  .Steel  Products  Company 
{Conthnud  oh  I’oi/r  .TO) 
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How  To  Install  Metal  Weatherstrips 

On  Double-Hung 
Wood  Windows 


777777 

LOWER  / 
SASH 


SASH//^ 

J, ,  y 


A  &  C  show  single  rib  strips,  B — Hook  and  Flat  at  meeting 
rails,  C  &  D — Triple  ridged  strips  and  rib. 


From  Data  Furnished  By 
The  Security  Co. 


PKArTICALLV  every  dealer 
who  sells  coml)inati()n  windows 
can  make  an  extra  profit  if  he  is 
willinijr  to  do  a  metal  weatherstrip 
job  aloiiK  with  each  storm  sash  in¬ 
stallation.  (^)ntrary  to  what  a  jri’cat 
many  dealers  think,  weatherstrip- 
piiiK  is  not  a  cheap  sub.stitute  for 
a  storm  sash.  Neither  is  a  substi¬ 
tute  for  the  other  and  both  are  nec- 
e.ssary  for  ideal  protection  against 
heat  loss,  drafts,  and  conden.sation 
on  the  inner  surfaces  of  double 
huiiK  windows. 

The  procedure  for  installing 
metal  weatherstrip  on  wood  double 
hung  windows  is  very  simple  and 
any  mechanic  can  l)e  taught  to  do  it 
quickly  and  etliciently  in  a  short 
time.  The  mechanic’s  tool  kit  should 
contain  the  following  tools:  Hand 
Grooving  Plane  f)r  Electric  Groov¬ 
ing  Plane;  '  o"  Rabbet  Plane:  -'i" 
Rabbet  Plane;  Weatherstrip  Claw 
Hammer ;  Punch  Awl ;  Saw  Router ; 


Hack  Saw;  Tinners’  Snips:  Jack 
Plane;  Canvas  Floor  Cloth;  and  a 
4'  X  6'  window  cloth  for  use  in  cov¬ 
ering  up  a  window  opening  during 
cold  weather. 

Refore  beginning  the  installation 
call  the  attention  of  the  owner  to 
any  defects  you  may  find  in  the 
windows  which  might  interfere 
with  perfect  operation  of  the 
weather  strips.  The  zinc  strijjs  may 
be  cut  before  taking  out  the  sash. 
The  best  way  to  cut  the  .strij)  is  to 
cut  the  rib  with  the  end  of  the 
snijj.s  and  then  bend  it  back  at  a  4.5 
degree  angle  at  the  point  where  the 
rib  is  cut.  It  can  then  be  .severed 
with  one  stroke  of  the  tinners’  snips. 
This  method  al.so  a.ssures  that  the 
ends  of  the  strip  will  be  bent  in  and 
lie  clo.se  against  the  frame.  The 
end  of  the  rib  at  the  top  of  the 
lower  side  strip  and  the  bottom  of 
the  upper  side  .strip  should  always 
be  pinched  in  to  avoid  the  danger 
of  catching  in  the  wood  of  the  .sash. 

Using  a  claw  hammer  with  the 
points  inserted  on  the  side  closest 
to  the  sash  (to  avoid  showing  any 
marks  on  the  finish),  lift  up  the  in¬ 


side  .stoi)s  and  rerr.'ove  then..  The 
weights  (if  there  are  any)  of  the 
lower  sash  should  then  be  rai.sed 
as  far  as  they  will  go  and  the  cord 
secured  with  a  slip  knot. 

The  lower  sash  may  now  be  taken 
out.  Remove  the  parting  bea<l  and 
take  out  the  ui)per  sash  in  the  .same 
way.  At  this  point  both  sash  should 
be  examined  for  defects  and  if 
warped  the  rabbet  plane  should  be 
u.sed  so  that  it  will  fit  clo.sely  to  the 
parting  bead  at  all  points.  If  the 
.stiles  recjuire  planing  this  should 
be  done  carefully  .so  that  it  will  not 
show. 

The  sash  may  now  be  grooved  to 
receive  the  rib  of  the  zinc  strip. 
(Tit  a  groove  down  the  left  side  of 
the  upper  .sash  with  a  grooving 
plane  having  a  5  .‘52"  cutter.  Now 
cut  the  groove  for  the  head  strip 
in  the  direction  of  the  side  already 
cut.  The  right  side  is  then  grooved 
in  the  .same  manner  as  the  left. 
•Make  all  grooves  on  the  side  of  the 
.sash  nearest  the  parting  bead. 

You  are  now  ready  to  cut  the  rab¬ 
bets  for  the  strips  used  at  the  meet¬ 
ing  rails.  Using  a  1"  rabbet  jilane, 
trim  down  the  inside  edge  of  the  up¬ 
per  meeting  rail  to  the  thickness  of 
the  larger  hook  and  then  nail  on  the 
hook  .strip  with  nails  spaced  every 
1 '  1  inches. 

Now  plane  the  lower  outside  edge 
of  the  bottom  .sash  to  accommodate 
the  smaller  hook  or  flat  with  the 
.same  plane.  A  rabbet  t/j"  deep 
should  then  be  made  on  the  lower 
(Ctnitinued  on  Pof/c  .’{g) 
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B.  S.  REPORTER . . . 


F.  M.  Williams  New  Salesman 
For  Wood  Conversion  Co. 

Frank  M.  Williams  was  ap¬ 
pointed  salesman  in  the  northern 
New  Jersey  area  lor  the  Wood  Con¬ 
version  Company  <tf  St.  Paul,  Min¬ 
nesota.  acx'ordinj?  to  M.  S.  Wolf, 
General  Sales  ManaKer. 

Williams,  who  is  a  Kraduate  of 
the  Fast  Stroudsburg^  State  Teach¬ 
ers  Colleite  in  Pennsylvania,  was 
previously  associated  with  the  Po- 
cono  Linen  Supply  Company. 

Wood  Conversion  Company 
manufactures  Kal.sam-Wool  insula¬ 
tion.  N’u-Wood  .structural  insula¬ 
tion  and  interior  finish  and  Tufflex 
Siding  I'nderliner  and  Sill  Sealer 
building  products. 

*  *  ^ 

Marshal  Noecker  Elected 
Pres,  of  Kaufmann  Corp. 

The  Kaufmann  Corporation  an¬ 
nounces  that  Marshal  VL  Noecker 
was  elected  President  of  the  com¬ 
pany  at  a  recent  meetinjr  of  the 
Board  of  Directors.  The  Kaufman 
Corp.  is  located  in  Detroit  and  is 
one  of  the  outstandinjr  manufac¬ 
turers  of  aluminum  .storm  windows 
and  doors  of  the  country. 


M.  V.  Noecker 


Mr.  Noecker  is  a  jrraduate  of  the 
University  of  Minnesota  and  be¬ 
came  a  certified  public  accountant 


in  1940.  He  became  a.ssi.stant  treas¬ 
urer  of  Hijtgins  Indu.stries,  world 
famous  boat  builders  of  New  Or¬ 
leans,  in  1942  and  joined  the  Kauf¬ 
mann  Corp.  as  treasurer  and  ften- 
eral  manager  in  1945.  Mr.  Noecker 
has  been  largely  responsible  for  the 
designing,  promoting,  and  mer¬ 
chandising  of  all  Kaufmann  prod¬ 
ucts. 

Kaufman  Corp.  has  recently  de¬ 
veloped  a  new  and  improved  Base¬ 
ment  Combination  Window  and  a 
new  and  improved  Double-Hung 
Window.  In  addition,  the  company 
is  making  many  tools  for  its  pres¬ 
ent  dealers  to  help  them  increase 
the  productivity  and  efficiency  of 
their  plants. 

*  «  * 

Mirs.  Set  Standards  For 
Awning  Sash 

The  Aluminum  W'indow  Manu¬ 
facturers  Association  has  author¬ 
ized  the  fir.st  u.se  of  its  Quality- 
Approved  Seal  for  display  on  alu¬ 
minum  awning  windows  both  for 
residential  construction  and  for 
commercial  and  institutional  in- 
.stallations.  Authorization  for  u.se 
of  the  Quality  Seal  is  ojH'n  to  non¬ 
members  as  well  as  members.  (Jual- 
ification  for  disi)laying  the  seal  is 
ba.sed  on  perfarmance  tests  con¬ 
ducted  by  the  independent  Pitts¬ 
burgh  Testing  Laboratory. 

Authorizaton  of  the  Quality- Ap¬ 
proved  Seal  has  been  made  i)ossible 
by  the  e.stablishment  of  the  first  .set 
of  performance  specifications  and 
minimum  structural  standards  for 
awning  aluminum  windows  by  the 
Aluminum  Window  Manufacturers 
A.s.sociation. 


Carl  N.  Hazlewood  Joins 
Arrow  Metal  Products  Co. 

Carl  N.  Hazlewood  has  Joined 
the  staff  of  Arrow  Metal  Products 
Corp.  of  Haskell,  N.  J.  as  staff  en¬ 
gineer  and  cu.stomer  technical  ad¬ 
visor.  He  will  head  a  new  depart¬ 
ment  devoted  to  the  develojiment 
of  new  uses  and  markets  for  the 
colored  baked  enamel  coatings  on 
continuous  .strip  aluminum  and 
steel  in  which  Arrow  specializes. 


C.  N.  Hazlewood 


His  advisory  .services  will  be 
available  to  Arrow  customers  for 
a.ssi.sting  them  in  the  adaptation  of 
products  to  these  materials  and  for 
aiding  them  in  the  production  .set¬ 
ups  required. 

Mr.  Hazlewood  is  a  graduate  of 
Carnegie  Institute  of  Technologj' 
and  was  formerly  employed  by 
L’nited  Engineering  and  F'oundry, 
Gulf  Research  and  Development 
Co.,  and  has  been  chief  engineer  for 
the  Tucker  Aircraft  Corp. 

♦  ♦  « 

Awning  Mfr.  Assn.  Has  Waged 
Strong  Fight  ior  Industry 

The  National  Metal  Awning  As- 
.sociation  has  not  yet  celebrated  its 
first  birthday,  but  it  has  come  of 
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Are  ALL-WAYS  Righe...For  Every  Building, 

Old  or  New!... but  eiptcially  RIGHT  for  alert 
dealers  who  aim  to  get  their  share  of  the 
rapidly  expanding  and  highly  profitable  market 
opened  up  by  WINDO-TITE... these  ultra  modern 

all-purpose  windows.  Their  sales  appeal,  fast  turnover 
and  good  profits  have  made  them  among  the  fastest  selling, 
glass  louvered  (jalousie)  windows  in  the  country. 

Designed  and  produced  by  men  who  really  know  windows  -• 

WINDO-TITE  has  endless  applications... windows,  doors, 
the  making  of  "extra"  rooms,  porch  enclosures,  store  front 

ventilators,  hospitals  and  schools.  Architects  and  owners 
alike  praise  their  modern  beauty,  utility  and  durability. 

Market-tested  range  of  standard  and  custom  sizes, 
with  removable  inside  screens  and  storm  sash,  makes 
it  easy  for  you  to  get  in  on  more  jobs.  Simple, 
speedy  installation  saves  you  time  and  money. 


LU  DM  AN 


Corporation 


DEPT.  BS-11  P.O.  BOX  4541  MIAMI.  FLORIDA 


I  Manufacturers  of  nationally  known 

AUTO.LOK  ALUMINUM  AND  WOOD  AWNING  WINDOWS 


age  and  i.s  battling  lustily  under  the 
cajiable  leadership  of  its  first  and 
present  President,  J.  E.  Orchard. 

in  less  than  one  short  year 
NMAA  has  become  a  remarkably 
strong  and  influential  organization. 
The  energy  and  force  of  Associa¬ 
tion  activities  is  a  revelation.  It  is 
justifiably  proud  of  its  accomplish¬ 
ments  in  guarding  against  and  act¬ 
ing  upon  major  problems  confront¬ 
ing  the  Metal  Awning  Industry. 

Mr.  Orchard  has  pointed  out  that 
these  many  successes  were  only  pos- 
.sible  through  the  intense  support 
of  his  fellow  officers.  Board  mem¬ 
bers  and  committees,  plus  the  loy¬ 
alty  of  the  entire  membership.* 

To  highlight  just  a  few  of  the 
important  accomplishments,  work¬ 
ing  alone  and  in  cooperation  with 
other  groups,  NMAA  .  .  . 

1 —  Successfully  appealed  to  the 
Senate  Small  Business  Commit¬ 
tee  and  to  the  NPA  for  an 
amendment  to  the  famous  M7 
“Death  Sentence”  order. 

2 —  Successfully  pleaded  in  Wash¬ 
ington  for  greater  considera-  j 
tion  for  the  “tiny”  manufac¬ 
turer. 

3 —  Succe.ssfully  pres.sed  for  inclu¬ 
sion  in  the  Controlled  Materials 
Plan,  so  necessary  for  survival 
in  view  of  the  .scramble  for 
aluminum. 

4 —  Secured  a  favorable  allotment 
for  the  Metal  Awning  Industry. 

5 —  Furnished  helpful  information 
to  the  proper  Congressional 
committees,  particularly  with  a 
view  to  making  it  possible  for 
“small  busine.s.s”  to  obtain  a  fair 
share  of  defen.se  work. 

6 —  F^.stablished  a  procedure  to  be 
followed  by  members  who  could 
not  place  or  did  not  receive,  a 
mill  order  for  the  amount  of 
aluminum  allotted  under  CMP. 

And  they  are  continuing  the  good 
fight ! ! 

♦  *  « 

NAHB  Convention  In 
Chicago  Jan.  20-24 

Material  scarcities,  alternate  ma¬ 
terials,  financing  re.strictions,  co.st 
and  pricing  problems  are  among 
the  key  subjects  slated  for  major 


attention  at  the  National  Associa¬ 
tion  of  Home  Builders  Convention 
&  P^xposition  in  Chicago,  January 
20-24. 

Convention  chairman  Joseph 
Haverstick  of  Dayton  .says  that 
particular  .stre.ss  will  be  made  on 
a.s.sembling  and  presenting  the 
facts  on  these  and  other  knotty 
problems  in  a  manner  most  usable 
by  the  individual  builder. 

As  an  example,  he  revealed  that 
tentative  plans  call  for  actual  dem¬ 
onstrations  of  the  u.se  of  alternate 


materials  and  methods  of  material 
con.servation. 

A.ssociation  leaders  point  out 
that,  under  present  conditions,  suc¬ 
cess  in  home  building  depends  in¬ 
creasingly  upon  keeping  fully  in¬ 
formed  about  all  matters  affecting 
the  industry.  Comprehensive  cov¬ 
erage  of  both  the  busine.ss  and 
technical  problems  of  builders  will 
be  provided  in  the  scores  of  clinics, 
panel  di.scu.ssions,  general  se.ssions 
and  special  convention  features. 

(Continued  on  Page  40) 
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The  Rules  Of  Good 
Selling  Apply  To  You.  Too! 

Sales  managers,  speakers,  sales 
magazines  repeatedly  have  urged 
salesmen  to  follow  certain  rules  of 
selling.  Every  salesman  knows 
these  general  rules  by  heart,  but 
somehow  or  other  he  slides  over 
them — “they’re  meant  for  the  other 
guy,  I  know  all  that”  he  tells  him¬ 
self  and  i)roceeds  to  think  of  some¬ 
thing  el.se. 

Sure  you  know  it,  but  do  you  do 
if.’  Try  counting  up  and  .see  how 
many  basic  selling  principles  you 
break  or  ignore  in  even  one  day. 
You  must  not  only  know  the  rules 
— you  must  apply  them  if  you  truly 

want  to  succeed. 

* 

On  The  House 

{Coiifimn  (I  from  Pai/r  17) 

"That  l)acklog  .seems  almost  in¬ 
exhaustible.  and  the  continued  high 
level  of  pie-Uegulation  X  activity 
indicates  the  lil)eral  inteipi’etation 
placed  l)y  everybody  concenu'd  on 
what  constituted  a  ‘plan’  tiled  in 


advance.  Much  of  this  was  in  the 
form  of  generalized  advance  mort¬ 
gage  commitments  on  prospective 
home  groups  not  even  in  the  blue¬ 
print  stage  at  the  time. 

"Even  so,  there  must  be  an  end 
in  due  time  to  these  ollerings  of 
homes  on  the  earlier  and  moie  lilj- 
eral  mortgage  terms.  I’roljably  by 
the  time  the  new  year  comes  there 
will  be  no  more  starts  in  the  pre- 
liegulation  X  category. 

“The  supply  of  money,  while 
spotty,  is  not  the  majoi'  headache 
at  the  moment.  The  supply  of  mate¬ 
rials  and  equipment,  particularly 
bathtubs  and  steel  products,  is  get¬ 
ting  tighter  and  tighter. 

“.Nothing  now  can  be  done  to  cut 
down  home  luoduction  for  Ibol  to 
the  goal  of  8<(0,(K)0  or  SoO.UOO  units. 
Eoj-  next  year,  the  unotlicial  target 
has  been  set  by  (lovernment  oflicials 
at  8<»(>,0(K>  housing  units,  and  allot¬ 
ments  already  are  being  made  for 
materials  during  the  first  (luartei- 
with  that  volume  of  residential 
woik  in  mind.” 


Aluminum 

(Continued  from  Page  19) 
times  darkness’  for  producers  of 
less-essential  goods  made  of  alumi¬ 
num.  Their  allocations  may  be 
trimmed  to  only  \hC(  of  the  amount 
they  consumed  last  year. 

“Direct  military  requirements, 
the  stockpile  and  the  makers  of  so- 
called  essential  jiroducts  are  getting 
()■)'.  to  Tof  of  the  primary,  or 
basic,  aluminum  produced  in  the 
I'nited  States.  .As  that  percentage 
aijproaches,  in  the  first  half  of 
next  year  the  90  f  level  which 
these  militaiy  and  related  purposes 
took  during  World  War  11,  the  sup¬ 
ply  outlook  for  other  consumers  will 
become  inogrossively  bleaker.  Hut 
thereaftei'  the  situation  should  im- 
pi'ove  perceptibly. 

“This  timetalde,  of  course.  i)re- 
sumes  continuance  of  the  present 
‘twilight  pei  iod’—  neither  real  peace 
nor  real  war — and  no  significant 
enlargement  of  the  present  pre- 
l)aiedne.ss  j)i  ogram.  .A  much  earlier 
alleviation  of  the  critical  alimiinum 


new  . . .  informative  . . ;  helpful! 


Now  available 


complete  directory  showing  the  uses 
and  application  of  caulking  compound!  And 
featuring  CALBAR  Caulking  Compound  in  26 
permanent  colors  to  match  or  harmonize  with 
every  building  material  on  the  market! 

svnd  for  your  free  copy  today  .  . .  write 


2612-26  N.  Martha  St. 
Fniladelphia  25,  Pa. 


CAIRAR  PAINT  & 
VARNISH  CO. 


MonuTaefurers  ot  Technical  Products 


ALL  TYPES  OF  CUSTOM 
METAL  ROLLED  SHAPES 


MADE  TO  YOUR  ORDER 


Mouldings 
Screen  Frames 
Structural —Trim 
Tubular 

Channels  —  Slides 
Weatherstrips 
Jambs  —  Frames 


WRITE  -  WIRE  -  TEIEPHONE 
MR.  VAN  FLEET  FOR  SPECIAL 
ORDERS  AND  PRICES  TODAYI 


The  SECURITY  COMPANY 

385  Midland  •  Detroit  3  •  TOwns.  814585 
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^  Thv  INantir  Tilt*  that  mvann 


More 
Volume 


esiumr 

COMPANY 

monufocfurers  piasfic  file 

2938  West  63rd  Street 
Chicago  29,  Illinois 


si<inaturt>  line.  Results  were  ellec- 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  our 
complete  line. 


shoitage  could  have  been  achieved 
had  there  not  been  such  prolonged 
governmental  indecision,  for  politi¬ 
cal  and  economic  reasons,  in  Hash¬ 
ing  the  green  light  to  the  industry 
for  its  expansion. 

“Meanwhile  Anaconda  Copper 
Company  has  decided  to  go  into  the 
aluminum  business. 

“Whenever  the  (lovernment  gives 
its  approval,  the  big  copper  pro¬ 
ducer  is  ready  to  finance  the  con¬ 
struction  at  Kalispell,  Mont.,  of  a 

1(»,(M)(»,()()()  i)lant  capable  of  turn¬ 
ing  out  .oRbOP  tons  ( 108,()(l(l,b(t0 
pounds)  of  aluminum  ingots  annu¬ 
ally. 

“The  proposed  entry  of  .Ana¬ 
conda  into  the  aluminum  field  ai)- 
parently  fulfills  the  (lovernment’s 
.search  for  a  new  producer  of  alu¬ 
minum  of  industrial  substance  big 
enough  to  make  a  competitive  show¬ 
ing  against  the  three  companies 
which  now  dominate  the  field, 
namely  the  .Aluminum  Company  of 
.America,  Kaiser  .Aluminum  and 
Chemical  Corporation  and  Reynolds 
.Aluminum  Company.  The  (Jovern- 
ment’s  toj)  defense  agencies  have 
l)een  trying  foi'  more  than  a  year  to 
complete  negotiations  with  one  or 
more  prospective  producers  of  the 
metal." 

-“IIW 

Maryland  Dealer 

(Confhiin'd  from  Payc  24) 

cause  it  helps  make  this  handy  in¬ 
strument  more  sanitary.  The  gadget 
is  attached  to  an  envelope  l)earing 
the  message;  “We’re  as  Near  to  A’ou 
as  A'oui’  Telephone."  With  the  en¬ 
closing  envelope  is  a  circular  ex¬ 
plaining  the  firm’s  many  inoducls 
and  sei'vices. 

Southern  \’enetian  claims  to  have 
been  the  first  busine.ss  house  to  sign 
a  contract  for  telecasting  advertis¬ 
ing.  going  into  a  program  over 
Station  WTTd  back  in  1*.)  17.  .At  that 
time  a  disc  jockey  went  into  a 
lengthy  talk  on  the  company’s  |)rod- 
ucts  (luring  an  afternoon  variety 
program.  Descriptions  were  given 
of  one  item  carried  at  each  teleca.st 
with  a  slide  showing  the  company’s 


tive  even  in  those  days  when  there 
were  less  television  sets  on  the 
market  than  now,  but  the  media  was 
di.scontinued  in  favor  of  radio  time 
with  the  stations  changed  fre- 
(|uently  to  reach  a  wider  listening 
jHiblic. 

The  1‘adio  commercials  go  ovei- 
local  .stations  with  1 -minute  spot 
commei  cials  intei  spersed  in  a  musi¬ 
cal  i)rogram  broadcast  in  the  eve¬ 
nings.  Here  again  one  product  is 


played  up  at  a  time  t(»  afford  con¬ 
centration  in  one  specialty. 

Newspai)er  advertising  is  carried 
out  consistently  in  the  local  weeklies 
and  Washington,  D.  C.  papers.  Small 
ads  illustrating  the  metal  awning  or 
other  specialty  mentioned,  are 
always  placed  in  the  right-hand  cor¬ 
ner  of  an  odd-numbered  page.  This 
copy  never  gives  price.  Rut  the 
larger  l.Vinch,  double  column  ad  in 
the  Sunday  newspapers,  mention  all 
(Confiiimd  OH  Page  34) 
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BUILDING  SPECIALTIES 


A  2-Track  Aluminum  Combination 
Window  Made  Just  for  You! 


if  Rigid  Construction 
if  Extra  Large  Lift 
if  No  Unnecessary  Gadgets 
if  Simplicity 
if  Noise  and  Draft-Free 


if  All  Extruded  Aluminum 
if  Top  and  Bottom  Ventilation 
if  Triple  Action 
if  Custom  Built 

if  Full  Length  Interlocking  Meeting  Rail 


IMMEDIATE  DELIVERY.  Phone  or  V/rite  Now! 


CHARLES  CO. 


228  NEW  STREET 


WAInut  2-7808  3566 


PHILADELPHIA,  PA. 


For  exceptional  seal¬ 
ing  and  working  charac¬ 
teristics,  there’s  no  substitute 
for  PARALASTIC. 


CAULKING 

COMPOUND 


WEATHERPROOFS  •  INSULATES  •  WATERPROOFS 

IN  ALL  COLORS!  Aluminum  .  . .  Brilliant  White  .  .  .  Natural  .  .  . 
Gray  .  .  .  Green  .  .  .  Buff  .  .  .  Red  .  .  .  Black  .  .  .  and  in  all  pastel  shades 
to  match  the  new  shake  and  asbestos  colors! 


SOLD  BY  LEADING  JOBBERS 
(A  few  territories  open) 


’  lt*g.  U.  $.  Pat.  Oft. 


IT  ISN’T  INSULATED  UNLESS  IT'S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


123  EAST  42nd  ST.,  NEW  YORK  17,  N.Y. 


Maryland  Dealer 

(Conti tilled  from  Page  33) 

pioducts  of  the  house.  It  is  particu¬ 
larly  noteworthy  that  the  company 
cari  ies  out  a  year-round  advertising 
progi'am,  with  no  off-season  omis¬ 
sions,  so  that  the  public  is  con¬ 
stantly  reminded  of  the  firm. 

Most  popular  item  pushed  is  the 
aluminum  combination  screen  and 
storm  door  which  finds  a  ready 
market  in  homes  and  commercial 
establishments.  In  recent  months 
the  company  has  found  a  ready  re- 
spon.se  among  re.staurants,  using 
the  .sales  argument  that  the  door 
eliminates  flies  and  enhances  the 
appearance  of  the  place.  Be.st  dem- 
on.stration  is  the  .store’s  own  en¬ 
trance  which  features  this  spe¬ 
cialty. 


.Sales  Re.si.stance 

Expeiience  has  shown  that  men¬ 
tioning  the  combination  .screen  and 
door  fu  st  in  contacting  a  housewife 
means  that  more  sales  resistance 
will  be  broken  down  and  it  is  easier 
than  sti'essing  other  lines  such  as 
stoi-m  windows  which  the  prospect 
is  sometimes  weary  of  di.scu.ssing. 
The  attractive  deferred  imyment 
plan  of  .$1.2")  a  week  serves  as  an 
effective  openei’.  And  when  such  a 
sale  is  made  it  usually  paves  the  way 
for  other  house  needs  such  as  com¬ 
bination  storm  windows,  metal  awn¬ 
ings.  or  Venetian  blinds. 

Since  Silver  Spring  is  in  a  fast¬ 
growing  suburban  area,  having  shot 
uj)  so  fast  in  recent  years  that  it  is 
now  the  second  city  in  population  in 
Maryland,  this  intensive  new  home 
market  is  carefully  cultivated.  The 
firm’s  .salesmen  cover  a  new  sub¬ 
division  from  beginning  to  end. 
Fii'st  contact  is  with  the  builder, 
followed  if  need  be  with  solicitation 
of  the  realtor  or  owner,  but  a  per¬ 
sonal  call  is  made  in  every  instance. 

To  reach  owners  of  existing 
homes,  chief  reliance  is  placed  on 
developing  leads  through  the  sev¬ 
eral  media  previously  mentioned. 

The  sales  staff  is  composed  of  7 
outside  representatives  and  one 
(Continued  on  Page  36) 
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Gear  Your  Future  Business 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


Fill  in — Tear  off — and  Mail 


November,  1951 
BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Send  me  facts  on  the  Herns  ehecket 
□  Aluminum  Combination  Doors 


□  1  &  2-Track  Aluminum 
Comb.  Windows 


Triple  Track  Aluminum  Combination! 
Asbestos  Siding,  Shingle  Finish 
Alum.  Outside  Casement  Storm  Sash 
ood  Outside  Casement  Storm  Sesh 
teel  Combination  Windows 
ood  Combination  Windows 
Wood  Combination  Doors 
Plastic  Wall  Tile 
Shower  Doors  &  Tub  Enclosures 

□  Stainless  Steel  Comb.  Doors 

□  Aluminum  Wall  Tile 

□  Aluminum  Casement  Storm  Sash 

□  Redwood  Lumber 

□  Redwood  Millwork 

□  Sectional  Overhead  Garage  Doors 

□  Metal  Awnings 

□  Insulating  Siding 

□  Aluminum  Door  Grilles 

□  Sprayed  Insulation 

□  Caulking  &  Glazing  Compounds 


□  Plastic  Weatherstripping  for  Metal 
Casements 


□  Storm  Window  &  Door  Hardware 

□  Metal  Coating  Service 

□  Asphalt  Roofing  Shingles 

□  Metal  Mouldings 

□  Venetian  Windows  and  jalousies 

□  Stone  Type  Siding 

□  Plastic  Splines  and  Glazing  Channels 

□  Home  Fire  Alarms 

Other  Items . 


Send  me  Bldg.  Specialties,  12  months, 
S3.00  □ 


Name  , . 
Firm  . . . 
Position 
Address 


BUILDING  SPECIALTIES 


NASH 

CUSTOMERS 

are  weathering  the  aluminum 
shortage  with  quality  products 
.  .  .  merchandising  aids  .  .  .  and 
friendly  factory  cooperation. 

•  ALUMINUM 
COMBINATION  WINDOW 

•  ALUMINUM 
COMBINATION  DOOR 

•  WOOD 

COMBINATION  WINDOW 

•  WOOD  COMBINATION  DOOR 


NEW  INQUIRIES  INVITED 


Nash  Manufacturing  Co. 

LONG  BRANCH,  N.  J. 

Dependnble  Products  Since  1927 
BR.\NTHES:  Newark.  N.  J. 

Itallimore 

Philadelphia 


FOR  NEW  CONSTRUCTION, 
\  REMODELING 


RUSTPROOF  •  FIREPROOF  •  SANITARY 


14  DECORATOR  COLORS 

Katiy  t<i  H|>ptv  .  .  .  «'asy  to  hpH.  .it  h  iim-c  protit. 
LittLit  in  w4Mi;ht  .  .  12(1  M(|.  ft.  wciRh  only 
iliH.  Strong.  (liirahU*.  l.nstroUH  cnainrl  tinisli 
iHTnian«*ntiv  iMtniitNi  to  niot.il  lM*fore  it  is 
loriiMNl  Will  imt  cT.'irk.  i-Liip.  *ir  rornsli*. 
WKI  I’K  'hH)\Y. 


METAL  TUF  PRODUCTS.  INC. 
Department  1107,  Hostin9s,  Michigon 

Send  free  folder  on  otumitile. 

lorn  ]  DEALER.  DISTRIBUTOR.  CONTRACTOR 

I ;  architect 


Addrew _ 


Maryland  Dealer  j 

I  I 

(Continued  from  Page  34)  ' 

woman  who  are  paid  a  drawiiifr  as  j 
against  a  commission,  and  | 

trained  by  Fred  Laushe,  sales  man-  j 
i  ager.  All  of  the  greater  Washington 
I  metropolitan  area  is  covered.  There  ; 
j  is  little  turnover  because  the  men  ' 
have  enough  work  to  keep  them 
occupied  the  entire  year  around 
with  no  seasonal  lull,  since  the  firm 
handles  specialties  which  can  be 
I  used  at  any  time  of  the  year,  taking 
in  l^esides  those  mentioned,  alumi¬ 
num  porch  enclosures  and  accordion 
;  folding  doors  of  wood. 

As  an  incentive,  salesmen  who 
turn  in  top  production  records  re¬ 
ceive  leather  briefcases  gratis.  In 
them  they  carry  photographs  of  in¬ 
stallations  made,  correspondence  on 
FHA,  and  samples  of  colors.  They 
are  also  required  to  take  with  them 
:  small  models  of  all  articles  for  sale. 


Service  Emphasized 


;  Emphasis  on  sewice  and  satisfac- 
'  tory  installations  has  brought  in 
much  repeat  business.  A  one-year  : 
guarantee  is  given  on  all  products  i 
sold  to  cover  defective  parts.  Every 
job  is  personally  inspected  by  the  ■. 
superintendent  of  service,  liicliard 
.Johanson. 


This  firm  does  not  believe  in  sul)- 
contracting  its  installation  work, 
mainly  because  they  can  bond  men 
directly  in  their  employ.  For  this 
liranch  of  the  organization.  16  men 
are  employed  with  S  trucks,  and 
tools  furnished  by  the  company  ex¬ 
cept  some  hand  tools  which  are 
individually  owned. 


A  warehouse  of  16,0(t(i  scpiare 
feet  in  the  rear  of  the  store  carries 
an  inventory  of  aliout  $10(1,(100,  so 
parts  can  l>e  immediately  obtained 
and  prompt  servicing  assured. 


The  firm  was  estalilished  in  1911, 
although  Mr.  Kraft  has  had  10 
years  experience  in  the  building 
specialty  field.  He  is  Jissisted  by  his 
son,  Alvin  Kraft  as  vice-president ; 
and  William  Z.  Henzing,  office  man¬ 


ager. 


REXTRUDE 

SCREEN  SPLINE, 
WINDOW  SPLINE 
and  GLAZING 

CHANNEL 

Insures  the  superiority 
of  Screens — Windows 
—  Combinations 

Rextrude'*'  spline  and  glaz¬ 
ing  channel  is  the  quality 
product  of  the  industry — it 
has  many  years  of  research 
and  experience  behind  it. 
Write  today  for  descriptive 
information,  samples  and 
prices. 

II  W  *  Reg  U.  Pot  Off. 

'7iu>  nCA  COtPORAIION 

Dept.  A  S 

51  Landsdowne  Street 
Cambridge  39,  Massachusetts 
Phone:  TRowbridge  6-1374 


EXTRA! 

All  About 

ThermoSHAKE 

See  Page  51 
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When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

5.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2t09  WILSON  AVENUE  CAMPBELL,  OHIO 

Phone:  52615 


Insulation 

{Continued  from  Page  27) 

National  Mineral  Wool  Association 
also  acquired  other  facts  of  keen  in¬ 
terest  to  builders. 

One  question,  asked  of  home 
owners  who  enjoyed  either  partial 
or  full  insulation  was  to  a.scertain 
“the  most  important  reasons”  the 
owners  originally  had  for  inve.sting 
in  insulation. 

Fuel  Savings 

Fuel  savings  arose  as  the  main 
attraction  in  both  classifications,  40 
per  cent  of  the  partially-insulated 
homes  and  48  per  cent  of  the  fully- 
insulated  homes  giving  that  as  their 
principal  object  in  installing  insu¬ 
lation.  Chief  aim  of  34  per  cent  of 
the  partially-insulated  and  29  per 
cent  of  the  fully-insulated  homes 
was  “warmth — no  drafts”;  21  per 
cent  of  the  partial  and  17  per  cent 
of  the  fully  insulated  homes  were 
interested  in  summer  comfort  more 
than  anything  else,  while  5  per  cent 
and  6  per  cent,  respectively,  had 
other  mi.scellaneous  reasons  for 
their  investment. 

The  survey  made  clearer  than 
ever  before  why  there  has  recently 
l)een  a  great  increase  in  the  .sale  of 
blown  mineral  wool  for  home  in¬ 
sulation  in  the  southern  states.  As 
previously  noted,  61  per  cent  of  the 
owners  of  non-insulated  homes 
were  aware  that  insulation  was 
helpful  in  maintaining  summer 
coolness,  while  that  .same  knowl¬ 
edge  was  displayed  by  73  per  cent 
of  the  owners  of  partially-insulated 
homes  and  by  74  per  cent  of  the 
families  whose  homes  are  now  fully 
insulated. 

Age  of  Dwelling  Unimportant 

According  to  the  survey,  age  of 
dwelling  structures  had  little  to  do 
with  the  degree  of  eagerness  with 
which  their  owners  desired  insula¬ 
tion.  Only  hou.ses  built  before  W'^orld 
War  II  were  included  in  the  figures, 
which  showed  a  desire  for  insula¬ 
tion  on  the  part  of  43  per  cent  of 
the  owners  of  non-insulated  hou.ses 
nine  to  20  years  old,  and  the  same 
desire  in  the  .same  proportion.  43 
per  cent,  by  families  living  in 
hou.ses  more  than  20  years  old.  In 


partially  insulated  homes,  in  the 
.same  age  brackets,  the  proportions 
were  37  per  cent  and  34  per  cent. 

Of  all  insulation  materials,  min¬ 
eral  wool  .seemed  to  have  far  and 
away  the  highest  acceptance  with 
the  public,  which  appeared  more 
familiar  with  mineral  wool  and  its 
values  than  with  any  other  insulat¬ 
ing  material.  Without  help  and 
from  memory,  68  per  cent  of  the 
persons  interviewed  in  the  canvass 
were  able  to  identify  mineral  wool 
as  an  insulation  material,  while  90 


per  cent  of  them  could  identify  it 
and  its  u.se.s  on  a  printed  list. 

Various  rea.sons  w'ere  given  by 
buyers  of  insulation  for  their  pur¬ 
chase,  some  admitting  the  idea 
came  to  them  from  more  than  one 
.source.  In  the  ca.se  of  the  partially 
insulated  homes,  however,  39  per 
cent,  and  in  fully  insulated  homes. 
34  per  cent — highest  of  all  per¬ 
centages  in  each  instance — said 
they  got  the  idea  from  a  friend  or 
relative.  Only  17  per  cent  among 
{Continued  on  Page  38) 
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SOUTHWESTERN 
OFFICE  4  WAREHOUSE 
San  Marcoi.  Texas 


S.  H.  LEGGITT  CO.  a 

MARSHALL,  MICHIOAN 


DEALERS 

Wanted 

for  the  Most  Beautiful 
Self-Storing 

CALIFORNIA 
REDWOOD 
COMBINATION 
WINDOW 
On  the  Market 

in 

Ohio  and  Western  Penno. 

STORM  SEAL  CO. 

8927  Carnegie  Ave. 
Cleveland  6,  Ohio 
Phone:  RA  1-8282 


I  Lost  the  Sale  Because  My 
Appearance  Lied 

My  prospect  looked  me  over  and 
decided  that  my  product  wasi  no 
Kood,  and  that  I  was  making  no 
sales.  If  I’m  going  to  be  a  i)rofes- 
sional  .salesman.  I’ve  got  to  look 
the  part. 

From  now  on,  my  suit  will  be 
pres.sed,  my  shoes  shined,  my  nails 
groomed,  my  shirt  collars  clean. 
I’ll  keep  my  hair  cut,  and  I’ll  be 
freshly  shaved.  I’m  going  to  look 
and  act  like  a  successful  business 
man. 


Insulation 

(Conti mud  from  Pmjc  37) 

the  partially  insulated  homes  and 
21  per  cent  among  the  fully  insu¬ 
lated  homes  included  a  talk  with  a 
.salesman-dealer  among  their  rea- 
.sons  for  buying. 

Conclusions  drawn  from  the  sur¬ 
vey  show  there  is  a  vast,  waiting 
market  for  home  insulation,  with 
the  public  keenly  aware  of  its  values 
— particularly  that  of  mineral  wool. 

It  is  al.so  clearly  apparent  that 
public  knowledge  is  generally  cor¬ 
rect  about  the  benefits  which  insu¬ 
lation  brings  to  a  home — in  at  least 
three  out  of  five  cases  of  non-in.su- 
lated  home  owners,  in  three  times 
out  of  four  among  people  who  have 
already  bought  insulation. 

The  out.standing  lesson  of  all, 
moreover,  both  for  dealer-salesman 
and  for  home  owners,  is  that  a 
grand  total  of  93  per  cent  of  tho.se 
who  have  bought  home  insulation 
.say  emi)hatically : 

“It  came  up  to  our  expectations." 

Weatherstripping 

(Continned  from  Pane  29) 

edge  of  the  bottom  meeting  rail  with 
a  <  ■>"  Rabbet  Plane.  Fa.sten  the 
smaller  hook  .strip  in  the  .same  way 
as  the  larger  hook  member  but  make 
certain  that  the  outer  ends  of  the 
strip  do  not  extend  beyond  the  part¬ 
ing  beads  at  the  sides  of  the  window. 

The  upper  side  .strips  mu.st  now 
be  cut  to  allow  for  free  operation 
of  the  pulley  wheels.  Miter  the  side 


strips  where  they  meet  the  head 
and  sill  strips.  One  way  to  do  this  is 
to  spread  the  mitered  .side  .strips 
and  insert  the  horizontal  strip  into 
them.  The  head  .strip  is  now  at¬ 
tached  with  nails  spaced  about  3" 
apart. 

Fa.sten  the  upper  right  side  .strip 
into  position  with  a  nail  at  the  top 
and  bottom.  Attach  the  sash  cords 
to  the  ui)per  .sash,  in.sert  the  upper 
left  side  .strip  into  its  groove  and 
slide  both  sash  and  .strip  into  place 
in  the  frame.  After  adju.sting  the 
side  strip  .so  that  it  fits  over  the 
head  strip,  finish  nailing  both  side 
strips  and  put  the  left  parting  bead 
back  into  position. 

Make  a  narrow  groove  •«"  deej) 
with  a  saw  router  in  the  sides  of 
the  lower  i)art  of  both  parting 
beads.  The  lower  right  side  strip 
can  be  fastened  in  place  now  by  in- 
.serting  its  flange  in  this  groove.  A 
nail  at  the  toj)  and  at  the  bottom  of 
this  strip  will  sufiice  since  it  is  held 
firmly  by  the  inside  stops.  Repeat 
this  procedure  with  the  lower  left 
strij).  The  inside  .stop  may  now  be 
replaced.  Allow  1  16"  between  the 
.stop  and  the  sash.  After  nailing  on 
the  sill  .strip  with  nails  spaced  I'/j." 
ajiart,  rub  a  small  amount  of  paraf¬ 
fin  on  the  side  strips  and  on  the 
sides  of  the  parting  beads  to  help 
the  sash  slide  easily. 


Plastic  Windows 

(Continued  from  Page  20) 

weather  after  a  long  .series  of  tests. 

All  of  the  models  shown  to  this 
writer  are  now  in  production  and 
deliveries  on  the  ca.sement  types 
will  be  made  next  month. 
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Begin  the  new 
series  on  Casement 
Storm  Sash  and 
Screens  in  the 
December 

BUILDING  SPECIALTIES 


/ 

t 

/ 

/ 

/ 

/ 

/ 

/ 

! 

/ 

/ 

/ 

t 

/ 

/ 

t 

J 


J 


November,  1951 


^  tkese 


^ooidtiini 

RidSui  at-MliC£S 

'VfijyuLV^tuAMjt^ 


handling  Guardian  Windows. 


ITelimM 

Hgit! 

ill 

tirrH-i 

ii 

j 


40 


BUILDING  SPECIALTIES 


NO  SHORTAGES  IN 


Bondstone 


Bondstone  is  today’s  most  inexpensive  system  of  stone 
duplication.  .  .  .  Duplicates  the  beauty,  the  charm,  the  per¬ 
manence  of  natural  stone.  .  .  .  Immediate  availahility  of 


material. 


Kxrliifcive  franrhises  open  lo  tiidin^  Over  100  surre^gful  rrani  hise  deal- 

eoiitracturs.  Only  a  small  invest-  throuicliout  the  United  Stales, 

iiieni  needed. 


1  ruin  your  men  in  only  two  days  pttone  for  eomplele  de- 

lo  do  a  iM-rferl  installation  jolt.  taiU  .  .  . 

EMCO  CEMENT  PRODUCTS,  INC. 

PAXINOS,  PENNSYLVANIA 

Phone:  Shomokin  599R3 


Waterti^ 
installations 
made  easy  by 
new  ARDEE  Clamp-Down  Sink  Frame! 


With  the  new  self-sealing  ARDEE 
Sink  Frame  (clamp-down  type), 
you  always  get  a  permanent  water¬ 
tight  joint. 

Sink-top  coverings  can’t  pop  up 
at  the  edges  with  ardee.  It’s  hand¬ 
some  aluminum  (bright-finished  or 
anodized  to  order),  is  installed  in  a 
jiffy,  outlasts  the  sink-top  itself.  No 
ne^  to  scribe  perfectly . . .  frame 
overlaps  covering  by  1/4".  And 
when  sink-top  or  bowl  repairs  are 
needed,  it’s  simple  to  unclamp  and 
lift  out  ARDEE. 

The  lugs  interlock  with  the 
frame  to  hold  the  sink  and  counter 
covering  securely  in  place,  (ardee 
comes  in  sizes  for  plywood  tops  of 

. 


5/8",  3/4",  7/8",  1"  with  coverings 
from  1/32"  to  1/8".) 

Leading  kitchen  equipment  mak¬ 
ers  speed  assembly  and  improve 
their  product  with  ardee  Clamp- 
Down  Sink  Frames. 

FREE!  Catalog  and  price  list  of 
ARDEE  Clamp-Down  Sink  Frames 
(and  fold-down  t3q)e). 

Mod*  by  thm  makers  of 
famous 


B.S.  Reporter 

{Continued  from  Page  31) 

Keynote  .speakers  have  not  yet  been 
announced,  but  over  100  experts 
from  indu.stry  and  government 
have  been  invited  to  participate  in 
the  program,  Haverstick  reports. 

*  *  « 

Alcoa  Has  New 
Smelter  At  Rockdale,  Tex. 

U.sers  of  basic  aluminum  pig  and 
ingot  are  now  assured  of  a  plenti¬ 
ful  supply  of  the  light  metal  for 
years  to  come,  under  terms  of  pre¬ 
cedent-setting  contracts  between 
Aluminum  Company  of  America 
(ALCOA)  and  the  General  Serv¬ 
ices  Administration  of  the  U.  S. 
Government. 

A  contract  signed  Oct.  23  pro¬ 
vides  that  the  Government  will 
have  first  call  for  five  years  on  the 
aluminum  output  of  the  new  smelt¬ 
ing  plant  being  built  by  ALCOA  at 
Rockdale,  Texas.  When  month-to- 
month  Government  requirements 
take  less  than  two-thirds  of  the 
metal  produced  there,  however,  the 
remaining  aluminum  up  to  the  two- 
thirds  total  will  be  made  available 
to  other  u.sers  of  aluminum  in  the 
form  of  pig  or  ingot  during  the  five 
year  period. 

At  the  conclusion  of  the  five  year 
term,  such  pig  and  ingot  customers 
will  continue  to  have  first  call  on 
25%  of  ALCOA’s  Rockdale  produc¬ 
tion  for  an  additional  fifteen  yeans 
The  remaining  aluminum  itroduoed 
by  the  new  expanded  facilities  will 
be  made  available  to  the  market 
in  the  form  of  .semi-fabricated  and 
fabricated  products. 

*  *  * 

Chicago  Steel  Service : 

Opens  New  Warehouse 

With  more  than  1500  cu.stomer.s 
and  friends  in  attendance.  Chicago 
Steel  Service  Company  officially 
opened  their  new  general  office.- 
and  warehouse  at  an  "open  hou.se” 
on  October  18. 

Located  on  Kildare  Avenue  at 
45th  Street  in  Chicago’s  central 
manufacturing  di.strict,  the  one- 
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story  steel  frame  structure  covers 
120,000  square  feet  and  was  built 
at  a  cost  of  $1,500,000.  Known 
since  1925  as  the  “House  of  Stain¬ 
less,”  the  company  has  installed 
the  latest  type  equipment  for  mate¬ 
rials  handling  and  the  processing 
of  orders  for  special  shapes  and 
sizes  of  both  stainless  and  carbon 
steels. 


Asbestos  Siding 

[Continued  from  Page  23) 

gle  cutter  is  ideal.  It  enables  me¬ 
chanics  to  cut  shingles  quickly  to 
tit  around  openings,  to  punch  addi¬ 
tional  nail  holes  and  to  form  notches 
which  permit  shingles  to  fit  around 
(•dd  shaped  projections. 

To  avoid  waste  of  shingles  and 
provide  for  neat  cutting,  one  should 
test  the  cutter  before  starting  a 
job.  A  good  practice  is  to  cut  a  shin¬ 
gle  in  half  lengthwise,  then  examine 
l)oth  pieces  for  cracks.  The  presence 
of  cracks  indicfites  need  of  a  wider 
opening  between  the  knives.  When 
cutting  requires  excessive  pressure, 
a  narrower  opening  is  desirable. 
The  knives  can  be  adjusted  easily 
by  following  the  directions  attached 
to  the  cutter.  Should  it  be  difficult 
to  obtain  a  satisfactory  setting,  it 
is  probable  that  the  cutter  needs 
mechanical  attention. 

Other  Cutting  Methods-  -While  a 
cutter  is  preferred,  it  is  not  essen¬ 
tial.  Asbestos  shingles  can  be  scored 
deeply  with  a  sharp  tool,  such  as  an 
ice  pick  or  strong  knife,  then  broken 
along  the  scored  line  while  rested 
(irmly  over  the  edge  of  a  l)oard.  .Any 
rough  edges  should  be  di  essed  down 
with  a  bastard  file. 

.Should  it  be  necessary  to  take  off 
slightly  more  of  the  material  than 
was  cut,  this  can  be  done  by  means 
of  a  rasp  before  the  shingles  are 
nailed  into  position. 

I’unches — When  a  shingle  cutter 
is  not  used,  additional  nail  holes  can 
be  inserted  by  using  a  drift  punch 
or  a  pin  punch.  The  new  holes 
should  be  punched  the  .same  dis¬ 
tance  in  or  down,  or  both,  as  the  e.x- 
(Contivued  on  Page  43) 


flLP-STORINO  REDWOOD 

STORM  WINDOWS 


Make  this  fast-selling  window  YOUR 
money-making  answer  to  the  current 
metal  shortages.  Smartly  designed  and 
built  to  high  GRAEF  standards.  Solid 
overlapping  Redwood  frame  has  carefully 
joined,  weather-tight  corners.  Inserts  are 
precision-made  for  perfect  fit  and  can  be 
interchanged  in  a  few  seconds. 


•  TOP  QUALITY 

•  SELF  STORING 

•  FAST  DELIVERY 

•  LINEAL  MOULDING 
FOR  SELF-FABRICA¬ 
TION 


•  BE  IN  BUSINESS  FOR  YOURSELF! 

—  GRAEF  will  supply  you  with  com- 
plete  lineal  mouldings  and  hardware 
for  self-fabrication.  Write  today  for  P  ^ 
complete  informotion.  K  n/e,  g  ire,  or  Call 


GRAEF  STORM  WINDOW  CO. 

PHONE  4-4326 

1510  W.  FEDERAL  ST.  YOUNGSTOWN  10,  0. 


BUILDING  SPECIALTIES 


The  only  complete,  authorita¬ 
tive  reference  volume  in  its  field 
. .  .the  1952  (Seventh)  Edition  of 
ROOFING,  SIDING  &  BUILD¬ 
ING  SPECIALTIES  MANUAL, 


Order 
Your  Copy 
TODAY!  I  I 


KOOHX..  SIDlNi.  &  Sl’Ki  lAl.TIKS  MAM  AI. 

t25  Fourth  A»<*..  NV\*  York  16.  N.  Y. 

Plra-r  send  .  ro|>i)->  of  tin-  I6.>2  Mdiiual.  I  ••ni  loM- 

F.f  Q  or  hill  me 

.NAMK  .  POSITION... 

COMPANY  . 


"Keep  up  the  good  work,  your  pub¬ 
lication  has  helped  us  a  great  deal.” 

.''aid  a  dealer  in  Vt  arren.  Ohio 

And  Here  Are  Other  Comments 
Which  Followed  Publication  oi  the 
Last  Edition  oi 

ROOFING,  SIDING  and 
BUILDING  SPECIALTIES 


MANUAL 


NEW  EDITION  AVAILABLE  NOW! 


"We  thoughl  you  would  like  to  know  that  we 
think  your  Manual  is  terrilie.  and  1  wouldn't  part 
with  it  for  10  times  it.<  r<»st." 

"This  looks  like  a  valuable  book  for 
anyone  in  this  business.” 

“I  bought  the  Hooting,  .Siding  &  Building  Spe- 
eialties  Manual  and  think  it's  a  wonderful  hook. 
I  would  recommend  it  any  time.” 

"Would  you  be  kind  enough  to  rush 
us  20  copies  of  the  latest  edition  of 
this  MANUAL.” 


AI)I>RK.SS 


I'SE  THE  COIPOI^I 


STORM  WINDOWS 


iHxcelum 
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Asbestos  Siding 

{Continued  from  Page  41) 

isting  holes  so  that  the  nails  will  be 
in  a  straight  line. 

Backer  Strips — Water  repellent 
backer  strips  of  asphalt  coated  felt 
are  supplied  with  the  shingles. 
Measuring  3  x  12  inches,  these 
strips  are  to  be  applied  back  of  each 
joint  where  the  vertical  edges  of 
two  shingles  meet. 

Underlay ment  Materials — Under- 
laynient  material  of  the  “breather 
type”  must  be  available  for  applica¬ 
tion  on  the  wall  area  to  be  sided. 
Fifteen-pound  asphalt  satui'ated 
felt  meets  minimum  requirements. 
Tar  saturated  felt  should  not  be 
used,  for  it  will  stain  the  siding. 

Caulking  MateriaKs — .A  pressure 
gun  and  a  supply  of  good  grade  non¬ 
staining  caulking  compound  should 
be  on  hand.  Caulking  is  essential 
around  all  door  and  window  frames 
and  all  other  openings  and  al)ut- 
ments  to  prevent  infiltration  of  air 
and  moisture. 

.Moulding  —  Corrosion  resistant, 
non-staining  metal  or  wood  mould¬ 
ings  can  be  used,  if  desired,  for  ex¬ 
terior  and  interior  corners,  as  well 
as  against  opening  trim. 

Metal  Fla.shing  —  Coirosion  re¬ 
sistant,  non-staining  metal  should 
lie  provided  for  (lashing  over  all 
openings. 

Nails  and  Fasteners — The  face 
nails  used  in  application  of  asbestos 
siding  are  supplied  by  the  manufac¬ 
turer.  The  concealed  nails  and 
fasteners  must  be  i)rovided  by  the 
ajiplicator. 

.Accessory  Tools — In  addition  to 
the  tools  and  equipment  listed 
above,  workmen  should  be  provided 
with  the  following:  chalk  line,  snips, 
level,  hammer,  felt  cutting  knife, 
saw,  wrecking  bar,  approved  scaf¬ 
folding,  bastard  file,  ladder. 
Preparation  —  New  Construction 

.Asbestos-cement  siding  shingles 
can  be  applied  over  any  type  of  rigid 
sheathing.  Application  techniques 
vary  somewhat,  however,  with  the 
different  types,  as  do  specifications 
for  the  sheathing  itself. 

(Continued  on  Page  46) 


•  GREATER  PROFITS  •  FURNITURE  FINISH 

AND  EASIER  SALES  FOR  GREATER  BEAU- 

•  A  SUPERIOR  PROD- 

UCT  — WILL  OUTSELL  ^ 

OTHERS  •  SELF.  STORING  - 

VERY  EASILY  OPER- 

•  STURDY  CON.  ateD 

STRUCTION  AND  SE- 

LECTED  MATERIALS  •  PROMPT  DELIVER 


lES—SAFE  AND  EF¬ 
FICIENT 

•  MANY  FINE  EX 
CLUSIVE  FEATURES 

•  NATIONALLY  AD 
VERTISED 

•  EXCLUSIVE  TERRI 
TORIES  AVAILABLE 


WRITE  FOR  FURTHER  INFORMATION 


SeifSt&iuuf 


ISiUlilU]  Triple  Track 

CorbinoTion  WINDOWS 


Sales  come  easy  with  EXCELUM  windows  be- 
couse  you're  selling  top  quality.  Engineered 
from  the  finest  extruded  oluminum,  they  have 
eliminated  service  calls.  Sales  resistance  melts 
when  you  show  EXCELUM's  exclusive  features 
and  rigid  construction. 

xcelum  ^ALUMINUM  DOORS 

WrM*  tot  Details  et  Our  DMrIbuior  KD  PLAN, 
txdutho  iorrHorlot. 

icaJaih&DoorCo. 
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Better  Bobirs 


and 

BATHROOM 


Thafs  our  business  ~  beoutifying  both 
rooms  ond  enhancing  the  value  of  Ameri- 
con  homes.  Becouse  we  think  of  our 
products,  shower  doors  and  tub  encio 
sures,  in  these  terms,  we  hove  been  sue 
cessfut.  Successful  in  giving  the  overogc 
homeowner  real  value  in  o  lifetinse  ot 
comfort,  sotisfaction  ond  service.  Success 
ful  In  morketing  our  products  through 
relioble,  well-organized  outlets  ~  people 
with  whom  rt  is  a  pleasure  to  do  business 
Although  restrictions  might  temporarily 
retard  production,  the  quality  of  our 
shower  doors  ond  tub  enclosures  will 
oKvays  be  the  finest  In  America 


'  •  MfAVItR*  yW  f  I  , 

'  •  MORE  RIGID!  * —  h  ^  V/  \{ 

,  •  ^00%  I  t,  , 

'  WEATHER-  _ I  j  ^  I  • 

'  STRIP!  ^l' 

r  •  SILENT  ,  '  .<1 

CLOSURE!  j  ! 

I  *  mNGING!  _ j  ,1  . 

•  OUlCK  - ^  \  A  7  , 

CHANGE-  '  i  M  V 

OVER  ?  I  h.’i'Lt’i'i' 

'  •  1-2-J  LITE!  -1_  4;;  tel 

I  •  EXCLUSIVE  I  ' 

KICXPLATE! 

,  •  LUXURY  ^  '4 

DOOR  THRU-  J: _ 

r  OUT  AT  MOO-  c - 

EST  PRICE! 

^  THE  NEW  ELMONT  Combination  Alt- 
f  Aluminum  STORM  &  SCREEN  DOOR 
I  is  a  masterpiece  of  modern  design  — 

'  and  dealer- minded  thoughtfulness.  Easy 
'  to  sell  because  there's  so  much  more  for 
the  money  .  .  easy  to  install  because 
I  of  ELMONT'S  exclusive  engineering 

'GET  COMPLETE  DETAILS  AT  ONCE 


ELMONT  MPG.  CO. 

STS  Hempstead  Tpks. 
Elmont,  L.  I..  N.  Y. 

FUral  Park  4-3620 


Our  patented  Adjustable 
Jambs  guarantee  easy  in¬ 
stallation  and  perfect  fit. 

or  AMCRICA 

f79  f— ctm»«  N.  E.  AHoMo  S,  G« 


SUBSCRIBERS  DESIRING 
CHANGE  OF  ADDRESS 

Is  your  magazine  addressed  cor¬ 
rectly?  Examine  the  wrapper,  and 
notify  BUILDING  SPECIALTIES, 
425  Fourth  Ave.,  New  York  16. 
N.  Y.,  if  you  desire  any  change. 
Please  send  back  the  old  wrapper, 
and  the  new  addre.ss,  and  allow 
about  five  weeks  for  the  change. 


Gear  Your 
Future  Business 
To 

More  Soles 
And 

Greater  Profits 
With 

Money-making  Products 
See  Page  35 


Hints  To 
SALESMEN 


The  following  column  is  an  excerpt  from 
an  article  on  CLOSING  SALCS  by  George 
Kellogg. 

Here  are  the  standard  objec¬ 
tions  that  you  s:et  on  a  close: 

1.  I'll  think  it  over. 

2.  See  me  next  Fall  (or  Spring; ). 
.3.  Leave  your  card  and  I’ll  call 
you. 

4.  I  haven’t  the  money. 

.T.  I’m  going  to  paint  the  house. 

6.  I’d  like  to  buy  them  but  we 
are  loaded  with  debts. 

7.  Give  me  lO'c  discount  and 
I’ll  pay  cash  right  now. 

8.  I’ll  look  at  some  other  storm 
windows  first  and  let  you 
know. 

9.  I  don’t  have  any  money  to 
pay  down,  see  me  on  payda> 
and  I’ll  okay  your  order. 

10.  I’m  going  to  .sell  the  house, 
etc.,  etc. 

The  one  ohjeetioii  that  has  stif- 
mied  mare  salesmen,  even  good 
ones,  let  alone  beginners,  is:  “I’ll 
think  it  over.”  So  let’s  say  that  tin 
customer  advances  this  particnlai 
al)jectian  to  Mr.  Salesman.  /  say. 
men,  an  every  abjectian  you  art 
anly  IJO  seconds  airay  tram  a  clast . 
.At  this  ]>aint  yanr  first  pnsh  irill 
knack  him  aver. 

Turn  ta  .Mrs.  Smith  with  yam 
sample  in  yanr  hand  and  say,  “Yon 
do  like  the.se  irindaws,  don’t  you, 
Mrs.  Smith?”  On  her  murmur  of 
“Yes”  turn  ta  Mr.  Smith  atid  say. 
“And  I  know  you  like  them,  Mr. 
Smith.” 

(NOTE:  I  take  .Mrs.  Smith’s  lik¬ 
ing  the  window  as  an  *‘a.s.sent  Dt 
buy”  and  I  work  on  the  sales  prin¬ 
ciple  (hat  w  hatever  “Momma"  likes 
“I’oppa”  naturally  must  agree  to.) 
Then  I  siiy,  “Well,  Mr.  Smith,  since 
you  both  like  the  window  there  is 
really  nothing  to  think  over.  Right 
on  that  line,  Mr.  Smith,  and  plea.se 
write  legibly.” 

But  he  backs  up  and  says.  “No. 
realiv  I’ll  have  to  think  it  over.” 


THE  F.  E.  SCHUMACHER  CO. 
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-Now  you  KO  into  your  second  at¬ 
tempt  to  close  with  him. 

“Mr.  Smith,  you  like  the  alumi¬ 
num  frame.  (Make  him  at  least  nod 
•yes’  on  all  the  questions  you  ask 
him  about  the  }tiass.  the  screen,  and 
various  features  of  your  window. 
Then  say,  ‘Well,  Mr.  Smith,  there 
is  really  nothing  to  think  over,  is 
there?’  Shove  the  order  under  his 
nose  and  say,  ‘Now,  let’s  okay  the 
estimate.’ 

Noiv  you  nally  have  him  over  a 
harrel!  Generally,  a  close  is  made 
on  this  second  try.  But  if  he  still 
leon’t  ayree,  speed  t/p  your  close 
thusu'ise:  Well,  Mr.  and  Mrs. 
Smith,  you  both  frankly  say  you 
like  the  irindoir,  you  admit  it’s 
within  the  range  of  your  budget, 
you  admit  you  like  all  the  features, 
so  there  is  really  nothing  to  think 
over.  Let’s  okay  the  estimate.  And 
brother,  he’ll  “go.”  Don’t  waste 
iiny  more  time  on  him  if  he  doesn’t. 

Go  call  on  your  next  deal  and 
never  come  back!  You  are  selling 
<1  specialty,  a  “one-call  deal."  What 
can  you  .say  when  you  go  back  ex¬ 
cept  to  stand  there  like  a  chump 
and  hear  him  say,  “I  don’t  want 
no  windows.”  Older  salesmen  will 
recognize  the  truth  of  these  ivo7'ds. 
"I’ve  been  there”  and  I  really  know. 

The  next  article  will  cover  one  of 
the  gravest  errors  that  salesmen 
make  in  the  window  business,  to 
wit:  selling  partial  deals.  In  other 
words,  selling  a  customer  4  or  6 
windows  when  there  are  14  to  20 
to  be  sold  on  the  house. 


Schumocher's  brand-new, 

. . ^im  REDDY 

COMBINATiON 


Here's  the  combination  window  designed 
for  today's  selling  situation.  Check  these 
EVER-REDDY  features,  and  you'll  see  why 
EVER-REDDY  con  be  the  best-selling  com¬ 
bination  window  you've  ever  handled: 

*  Made  of  clear,  kiln-dried  Redwood. 

*  Foctory  assembled  complete  with  cod- 
mium-ploted  hardware. 

*  Single-track  window  includes  fromes 
and  inserts. 

*  Easy,  low-cost  installation. 

*  Competitively  priced. 

*  Made  by  Schumacher  thot  means 
highest  quality  throughout. 

^  Backed  by  Schumacher's  strong  mer¬ 
chandising  program. 

What's  mor«\  you  get  Schumacher's  de¬ 
pendably  quick  delivery  plus  the  avail¬ 
ability  of  high  quolity  Schumacher  com¬ 
bination  doors.  These  days,  that's  more 
important  than  ever! 

Write  for  complete  details  on  EVER-REDDY. 
EVER-REDDY  can  put  you  'way  aheadi 


Hartville,  Ohio 


ittfHff 


I  Are  you  carrying  a  line  of 
I  Casement  Storm  Sash?  If  you 


don’t  you  are  missing  profit 
opportunities.  Read  about 
these  important  specialty 


products  in  the  December 


BUILDING  SPECIALTIES 


Manufacturing  Co.,  Lancaster  2,  Pa. 
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WVT4I 

^US\MKS 


Success  comes  naturally  to 
good  soles  and  management 
men,  who  adopt  the  Kouf- 
monn  Plan  of  merchandising 
aluminum  building  products. 
It  lets  you  start  os  small  os 
you  wish  and  promotes  your 
growth  os  fast  os  you  con 
take  it. 


WRITE  FOR  OUR  NEW  CATALOG 


KAUFMANN  CORP. 

7210  CABLE  DETHOIT  12,  MICHIGAN 


For  that 

"Cosily  Shingle"  look . . . 

Meet 

ThermoSHAKE 


See  Page  51 


Asbestos  Siding 

(Cout  ill  lied  from  Page  43) 

Lumber  Sheathing — When  lum¬ 
ber  sheathing  is  employed  it  should 
consist  of  boards  of  nominal  1-inch 
thickness  and  not  more  than  8 
inches  wide.  They  should  be  well 
seasoned  and  free  from  large  knot¬ 
holes.  Warped  pieces  that  would 
pievent  shingles  from  lying  Hat 
should  not  be  used.  The  sheathing 
should  be  securely  face  and  edge 
nailed  at  each  .stud.  Particular  care 
should  be  taken  in  the  case  of  ship- 
lap  sheathing  to  make  sure  that  it 
has  been  proj)erly  kiln  dried,  be- 
cau.se  the  reduced  thickness  at  the 
lap  may  tend  to  cause  curling  if  the 
sheathing  contains  too  much  mois¬ 
ture. 

Plywood — Plywood  she:ithing  is 
acceptable  provided  it  is  a  type  de¬ 
signed  for  e.xterior  u.se.  It  should  be 
at  le.ist  ''r.-inch  thick  if  the  asbestos 
shingles  are  to  be  applied  directly 
to  it.  The  plywood  should  be  nailed 
along  the  studs  at  intervals  of  not 
more  than  16  inches.  If  the  hou.se 
carpenters  spaced  the  nailing  at 
greater  intervals  than  16  inches, 
supplementary  nailing  is  recom¬ 
mended  before  application  of  asbes¬ 
tos-cement  siding.  The  use  of  thin¬ 
ner  jilywood  siding  probably  would 
be  unec(»nomical,  inasmuch  as  nail¬ 
ing  strijjs  then  would  l>e  required; 
al.so,  there  would  be  more  likelihood 
of  warping. 

Non- Wood  .Sheathing — Asbestos 
siding  can  be  applied  over  rigid  in¬ 
sulation  board  or  gypsum  board 
sheathing.  In  such  in.stallations  it 
is  either  nailed  to  furring  strips  ap¬ 
plied  over  the  sheathing  or  is  at¬ 
tached  directly  to  the  sheathing  by 
means  of  patented  fasteners  which 
have  an  under-surface  locking  ac¬ 
tion. 

Re-Siding — The  existing  wall  sur¬ 
face  should  be  made  as  smooth  and 
true  as  possible.  All  I(K)se  boards 
should  be  re-nailed.  When  the  ap¬ 
plication  is  over  wood  shingles  or 
beveled  siding,  one  of  two  proce¬ 
dures  is  required.  In  one  a  rigid 
backer  board  is  applied;  in  the 
other,  the  wall  surface  is  filled  out 
by  nailing  beveled  .strips  (called 


Your  Business  will 
hove  Q  better 
chance  to  flourish 


1001  profil- 
building  ideas 
on: 


TAXES 
RETAILING 
PRICING 
FINANCING 
MAIL  ORDER 
CREDITS 
etc.,  etc. 


premises  this  great 
new  business  guide 
by  J.  K.  Losser 


J.  K.  has  wrltteti  a 

new  Kuidebooh  p«pe<ially  for 
propriftort  and  oporators  of  small 
HtoTPS.  factorliv.  and  serxlce  cnm- 
paiiles  that  sbtms  how  to  huv,  salt, 
uianufacture.  operate,  (-ontrol  . 
handle  all  parts  af  your  butinoss 
better.  In  It,  you  nlil  rind  an 
amazing  list  of  ikts  and  don'ts — 
IdeaK,  inelhutU,  polntero.  to  help 
the  kiuall  liustnessman  ibot  only  stay 
in  huslness,  hut  also,  more  Impor¬ 
tant.  make  a  aatisfactory  praflt.  In 
the  form  uf  choi-k  lista  and  hiief, 
fatt-tilled  atataoients.  the  Itook 
rtners  everythlna  from  liow  to  get 
ICumI  rnttrils  and  cht^  k  a  rustomer  h 
<  redit  .  .  to  how  to  train  new 

xalestteoftle.  and  lay  out  a  plant 
Preveitth  et'ery  opportunity  for  build¬ 
ing  liustnekis  -  plugs  e\er)  looftliole 
tui  eHiaiting  profits. 


HOW  TO  RUN  A 
SMALL  BUSINESS 

By  ).  K.  Lasser,  C.  P.  A. 


Adjunct  Professor  of  Taxation,  Chairman, 
Institute  on  Federal  Taxation, 

New  York  University 

350  pages,  6x9,  $3.95 

THIS  Itook  lb  a  laliiahle,  realistP  guide  to  biuiii':. 
’  profitaifle,  enduring  hustness  management.  In  I.asser  s 
uell-known  tTisp,  dirett  6t.\le,  >mi  are  hlKiwn  not  md> 
what  to  do.  tmt  aU<>  what  not  to  tlo.  The  laatk  indtits 
out  guiding  fundatnentals  of  g«a>*l  practice,  and  jui»t  a* 
ptfsltiiely  indicates  how  to  avoid  making  the  mistakcb 
(Khers  have  made  Covers  marketing.  pUnniiig.  tlnamin^. 
aetounting.  operauoti.  and  t  vmind — pnoidlng  tested  te<  li 
nigues  from  businesses,  large  and  small. 


In  this  luiok  ).  K.  I.as>cr 
covers  all  the  avenues  and  by¬ 
ways  you  can  tolbivv  for  exam 
Illation  of  your  business  in  all 
of  Its  parts.  Whether  your 
whole  nierehantlising  pr<igrain 
needs  ’.trengthening  «»i  you  neetl 
a  Utter  graile  of  help  whether 
ytvu  are  trying  to  Ituy  a  whole 
busines**  or  just  want  to  build 
up  a  giHxl  mailing  list  whether 
you  could  Uoiefit  from  more  in- 
torniative  accounting  and  rev' 
or«ls  or  from  lietter  lighting  in 
your  plant  — the  gniditig  fact-* 
you  need  are  here,  from  the 
exjfenence  of  a  man  who  has 
consulterl  intimately  with  hun¬ 
dreds  of  liusine's'AeN,  b.dh  healthy 
and  ailing. 

In  every  wav  >ul*ject  mat 
ter,  classification,  treatment 
the  iHKik  is  planned  and  written 
to  give  you  practical  informa¬ 
tion.  quickly. 

For  the  retail  or  wholesale 
business,  the  small  plant,  the 
service  company,  this  is  an 
unusual  liook  '  an  automatic 
•memory”  for  the  planner,  a 
stimulator  for  every  manager, 
and  most  of  all  a  gunie  for 
every  reader  who  wants  to  put 
his  business  firmly  on  the  roarl 
to  steady  jvrogress  ami  reason¬ 
able  profits. 


13  btg  sections 

provide  scores  ot 

ideas  on: 

•  How  to  Build 
for  Profits 

•  How  Best  to 
Handle  Your 
Credit  and  In* 
stallment  Sales 

•  How  to  Buy 
an  Established 
Business 

•  How  to  Operote 
a  Store  Most 
Efficiently 

•  How  to  Moke 
Profits 
in  Wholesaling, 
etc. 

•  How  to  Avoid 
Frauds  by  Em¬ 
ployees,  Cus¬ 
tomers  and 
Others 

•  How  Good  Toa 
Monagement 
Can  Increase 
Your  Net  Profits 

•  How  to  Finonce 
Your  Business 

•  How  to  Plon  the 
Best  Insurance 
Program  ter 
Your  Business, 
Etc. 


Send  Order  and  Check  to: 
BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 
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“horsefeathers”)  or  lath  under  the 
exposed  butt  edge  of  the  old  siding 
pieces.  The  effect  of  either  of  these 
methods  is  to  provide  a  smooth,  firm 
nailing  base  for  the  asbestos 
shingles. 

When  sidewalls  of  stucco  are  in¬ 
volved,  the  better  practice  is  to  re¬ 
move  the  old  stucco,  along  with  all 
nails,  metal  lath  and  any  protiTiding 
elements.  New  asbestos  siding  then 
can  be  applied  directly  over  the  old 
sheathing.  If  the  stucco  is  in  reason¬ 
ably  good  condition,  however,  that 
is  unnecessary.  The  asbestos  siding 
can  be  nailed  to  1  x  3  furring  strips 
applied  horizontally  over  the  stucco 
and  nailed  .securely  to  the  studs. 

Before  any  large  section  of  stucco 
is  removed,  it  should  be  determined 
whether  theie  is  sheathing  beneath 
it.  Sometimes  stucco  is  applied  to 
metal  lath  nailed  to  studs,  without 
sheathing.  In  such  cases  furring 
strips  should  be  used. 

Window  ard  Door  Moulding — In 
application  of  asbestos  shingles 
over  old  siding,  particularly  stucco, 
it  usually  is  necessary  to  fasten 
staff  moulding  over  the  trim.  Edges 
of  the  new  shingles  must  be  im¬ 
bedded  in  caulking  compound  where 
they  l)utt  against  the  moulding.  If 
staff  moulding  of  wood  is  to  be  used, 
the  preferred  species  is  pine.  Wood 
moulding  should  be  prime  coated 
before  application  in  older  to  pre¬ 
vent  staining. 

rnderlayment — On  all  new  work 
and  on  re-siding  jobs  where  the  old 
wall  surface  is  not  in  sound  condi¬ 
tion,  water-resistant,  breather  type 
underlayment  should  be  applied 
over  the  sheathing  or  old  siding. 
This  is  necessary  to  guard  against 
infiltration  of  wind  and  moisture. 
Horizontal  joints  of  the  underlay¬ 
ment  should  have  a  lap  of  at  least 
2  inches,  vertical  joints  a  lap  of  at 
least  6  inches.  Only  as  much  under¬ 
layment  should  be  applied  during  a 
work  period  as  can  be  covered  with 
siding  during  the  period. 

The  underlayment  can  be  at¬ 
tached  to  wood  sheathing  either 
with  galvanized  nails  or  with  sta¬ 
ples  applied  with  a  stapling  gun. 
The  nails  or  staples  should  be  long 
(Continued  on  Pnfje  48) 


TRiAD 

The  Window  of  Tomorrow 

Sometimes  it's  the  "little  things"  thet  go  into  »  product 
that  set  it  apart  —  and  aboee  its  competitors.  Assuming  that 
the  "big  things”  like  production  and  mechanical  genius  are 
about  the  same  in  top  quality  products,  the  factors  that  make 
Triad  the  most  imitated  window  are  the  "little  things." 

These  big  little  things  are  advance  planning,  anticipating 
the  market  and  the  meeting  of  competition  through  better 
engineering.  Other  factors  are  short  cuts  to  reduce  costs  and 
a  merchandising  organization  that  works  constantly  to  continue 
Diamond  preferability  in  any  market  situation. 

By  working  in  close  cooperation  with  those  who  plan,  sell 
and  distribute  Diamond  Products,  we  know  that  the  "Window 
of  Tomorrow"  will  bear  the  respected  name  of  Triad,  a  quality 
product. 

Diamond  Building  Products  (o. 

3650  E.  93rd  STREET  CLEVELAND  5.  OHIO 


••(•pniiad 

Mmtiimlly 

wM  r*«  leMt 


Im  i  i/  i>\ 

K 

E YSTONE 

A  L 

LOTS  COMPANY 

latrobe,  pa. 

Wire, 

Phone  or  Mail  Coupon  NOW! 

Whwi  you  soli  "4  STAR"  KEYSTONE  prododsj 
it's  likt  «i  ondloss  chain . . .  tach  instoHolion^ 
soils  anothor . . .  prko  moots  any  compotitionij 


KEYSTONE 

America's  Finest  Aluminum 

Storm-Screen  DOORS  &  WINDOWS 


We  challenge  comparison  with  any  aluminum 
storm-screen  Doors  end  Windows  for  all  four 
star  features: 

*  Pormonont  Construction  A  Usoblo  Footuros 
A  Distingwishablo  Quality  w  Economy  Prico 

K«yston«  ol'Ftrs  procticol  f•atur•t  thot  cuitomtrs  con  r«od* 
ily  st«  ond  oppr«ciat«.  Sturdy*  bolonctd,  cl«or  vision  door 
construction  with  full  longth  piono  typ«  hingo  which  olimi* 
notos  mortising.  Door  con  bt  hod  with  or  without  jomb. 
Solf'Storing,  TRIPLE  ACTION  Windows  with  spocial  vonti- 
loting  louvors.  Adjustoblt  closuro  strip  for  porfoct  fitting. 
AH  gloss  gioitd  in  plostic  for  oosy  roplocomont.  Yos*  low  in- 
stollotion  cost  plus  no  oftor  hoodochos  moons  MORE  PROPtTSl 


PROMPT  OlllVIftY  •  ASSIMilY  PLANTS  COAST  TO  COAST 


RfVSTONC  Allots  CO 
Sales  Ofi<e, 

•eftedut^-Ttees  Hdg  Pi*nbu»9t*  22.  fa 
Send  coetp’*'*  -nfarmatron  We  a'e  i 
O  DlSf'>bvfo•s^>p  Q  Oe«lerstwo 


Name. 
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NANUFACTURERS 
and 

DISTRIBUTORS 

of 

COMBINATION  WINDOWS 
and  DOORS 

We  have  been  supplying  special 
hardware  far  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  are  converting  to  wood 
windows  we  can  be  of  particular 
service  to  you,  or 

if  you  have  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  parts,  call  on  us— NOWf 

G.  Grant  Hetal 
Mfg.  Co. 

163  Buscher  Avenue 
Valley  Stream,  L.  I.,  N.  Y. 

Phene  —  Valley  Stream  5  5581 


COAT 


PROCESS 

coats  aluminum  or  steel  by  the  mite. 
Produces  a  finish  that  will  not  crack, 
craze,  chip,  peel  or  chalk.  Outlasts  all 
others  in  scientific  Weathcrometer  tests. 

IVe  also  do  forming, 
slitting  and  shearing 

SOTE  H  e  mnnot  guarantee  an 
inexhaustiMe  supply  of  either 
steel  Of  alununiim  Hoss-ever,  we 
cangutf/upircc  lOii'r  service  in  pro¬ 
cessing  ami  coating  your  metal 
Since  metals  arc  S4.arce.  pul  yours  to 
the  best  use.  Give  them  the  best  possi¬ 
ble  coatinii  and  make  the  best  possible 
profit. 

AsJt  ^or  dofoi/s 

ARROW  MITAL  PRODUaS  Corp. 

Third  Av*nu«,  Hatk*ll,  N.  J. 
Pempton  lakes  7-1120 


Asbestos  Siding 

{Continued  from  Page  47) 

enough  to  penetrate  the  sheathing 
sufficiently  to  hold  the  underlay- 
ment  in  place  while  the  asbestos 
siding  is  being  put  on. 

Flashing  —  Corrosion  resistant, 
non-staining  metal  flashing  must 
be  applied  over  all  door  and  window- 
openings.  F'lashing  on  old  work 
should  be  renewed  if  not  in  good 
condition. 

(Continued  in  December  Issue) 

Playing  Cards 

{Continued  from  Page  21) 

premium  for  giving  you  his  order 
“right  now”  and  you  get  into  his 
home  with  52  of  your  advertising  | 
signs. 

2.  As  a  reward  for  leads.  Before 
the  salesman  leaves  the  home  after 
getting  the  order,  he  can  tell  his 
new  customer  that,  as  a  reward  for 
giving  him  the  names  of  good  pros¬ 
pects,  he  will  get  another  pack  for 
each  sale  that  is  made. 

3.  By  loaning  packs  throughout 
the  community:  This  is  much  more 
complicated  and  takes  more  doing, 
but,  as  I  know  how  much  a  good  | 
community  reputation  helps,  1  ' 
would  adopt  it.  Using  this  plan,  I  , 
would  provide  cards  to  public  and 
fraternal  institutions,  church,  par¬ 
ent-teacher  and  lodge  groups.  If 
you  use  this  reputation-building 
ai)proach,  you  would  write  or  tell 
the  officials  of  these  organizations 
that  you  have  playing  cjirds  avail¬ 
able  for  their  use  and  for  them  to 
tell  you  when  they  want  you  to  loan 
them. 

.After  the  cards  are  worn,  they 
can  be  given  to  firemen,  policemen, 
institutions,  etc.,  and  replace  them 
with  crisp,  new  decks.  And  all  the 
time  you  would  be  getting  this  repu¬ 
tation  for  community  generosity  I 
you  would  have  your  billboards  in 
the  hands  of  the  community’s  lead-  i 
ing  citizens. 

4.  Gifts.  In  using  Playing  Cards 
as  gifts  naturally  you  cannot  give 
them  to  individual  home  owners. 
But  if  you  do  work  for  builders  or 
if  you  want  architects  to  be  friendly 


ATTENTION  —  STOP  DRAFT 
WITH 


For  Metal 
Cosement 
Windows 

Th«  OuAtite  ROfket  <i  destined  on  eatruded  ptostic  tool 
mg  lip,  to  keep  metal  cotement  wmdo«t  OUST  TIGHT,  STORM 
TtOHT.  DRAFT  TIGHT.  RAIN  TIGHT,  ond  WIND  TIGHT  foar 


DUSTITE 


PRODUCTS  COMPANY 

»  CANTERIURY  DR.  •  OATTaN  *.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


Sure  Cure 
for 

Pancaked  Profits! 

See  Page  51 


Dustite 

GASKET 
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toward  you,  a  Playing  Card  gift  will 
last  a  whale  of  a  lot  longer  than  a  ' 
bottle  of  liquor. 

People  who  use  Playing  Cards  in 
their  advertising  program  continue  i 
to  find  new,  money-making  ways  to  ! 
distribute  them.  They  have  found 
that  Playing  Cards  are  a  powerful 
advertising  medium  that  projects 
the  advertisers  identity  and  pres¬ 
tige,  under  the  sponsorship  of  his 
customers  and  friends,  to  an  ever- 
increasing  circle  of  prospects.  i 

The  Direct  Mail  Services 

Specialty  advertising’s  big  jobs  | 
are  building  business  identity  and  i 
creating  what  might  be  called  cus¬ 
tomer  insurance.  “Remembrance  j 
Advertising,”  as  its  name  implies,  j 
is  more  “thank  you”  than  “please.”  | 
But  almost  all  the  specialty  adver-  ; 
tising  concerns  do  have  one  big 
help  in  getting  direct  sales — their  i 
Direct  Mail  sei^ice.  I 

Home  Owners 

Right  here.  I’d  like  to  say  that  I 
don’t  think  that  their  Direct  Mail 
is  warranted  for  the  individual 
home  owner.  To  him  you  had  best 
send  a  letter,  a  folder  and  a  reply 
card ;  and  then  follow  that  up  with 
a  salesman’s  visit.  But,  if  you  are 
after  jobs  from  the  builders  in  your 
community,  it  is  with  them  that 
specialty  advertising’s  Direct  Mail 
fits  in.  Let’s  .see  why. 

Their  Direct  Mail  is  planned  to  be 
sent  out  every  month  so  that,  when 
the  first  day  rolls  around,  your 
name,  address  and  telephone  num¬ 
ber  is  on  a  blotter,  a  folder  or  a 
scratch  pad  along  with  a  list  of  your  ; 
seiwices  and  an  invitation  for  them  ; 
to  call  on  you. 

What  the  specialty  advertising 
concerns  ofter  you  are  the  illustra-  i 
tions  of  famous  artists,  cartoonists  j 
and  photographers  whose  efforts  j 
are  printed  on  these  mailing  pieces  j 
and  then  space  is  left  for  your  mes-  | 
sage  which  is  printed  afterwards.  I 
As  these  illustrations  are  sold  ^ 
throughout  the  country  you  can  get  ! 
the  best  eye-catching  work  at  small  | 
cost. 

(Thi$  article  will  be  concluded  in  the 
December  issue.) 


Dealers!  A  New,  Exclusive  Sales  Market  Is 
Now  Open  to  You!  Make  Over  135%  Profit 
Selling  to  Homeowners! 


riRE-LITE 


HOME  FIRE 
ALARM  SYSTEM 


With  U.L.  Approved 

Rate-of-Rise  Detectors 


APPROVED  FOR  F.H.A.  FINANCING 


Here  is  your  opportunity  to  moke  big  profits 
without  a  lorge  investment,  without  changing 
your  business  set-up.  Every  homeowner 
(people  whom  you  hove  sold  before  and  new 
prospects),  are  possible  customers  for  FIRE- 
LITE  Home  Fire  Alarm  Systems.  There  is  o 
vast,  profitable  market  right  at  your  door. 

Our  Powerful,  Tested  Sales  Platt 
Helps  You  Clinch  Many  Sales 

To  sell  the  homeowner  a  FIRE-LITE  Fire  Alorm 
requires  only  the  use  of  our  tested  soles  plon 


ond  o  simple  demonstretion  It  will  close  sate 
otter  sole  for  you? 

How  You  Can  Make 
Over  735%  Profit! 

A  Fire-Litc  Alorm  System  complete  with  oti 
ports  costs  you  only  S4).20.  The  overage  cost 
for  instollotion  lobor  you  con  hire  is,  S2S  00 
The  Fire-Lite  System  with  oil  ports  ond  com¬ 
pletely  instoMed  in  the  home  sells  for  $22S. 
YOUR  PROFIT  IS  $156  80?  We  hove  bonofide 
soles  records  to  prove  these  figures 


Write  Today  for  an  Exclusive  Dealership! 


nRE-lITE  ALARMS 


168  Shelton  Ave.,  New  Haven,  Conn. 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V'-Seal  knocked- 
down,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  SI 0.00  worth  of  tools  necessary. 

Anyone  can  do  it — in  the  shop  or  on  the  job.. 
Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 

Ivy  ot  Distribvters  Prices  .  .  .  Moke 
Combined  Distributor,  Dealer  ond  Retailer's  Profit 

All  V-Seal  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

Eosfern  Division,  47i  Belmont 
Avenue,  Holedon,  New  Jersey 
Western  Division,  1134  S.  6th  Street,  St.  Louie,  Missouri 


The  Complete  line  of 

Combinotion  Storm  Windows 
plus  Storm  Sosh  lor  Steel 
Casements  ond  Bosement 
Windows. 


i.ACTNBWr"^'^-“ 


prtcos 


Y-SecU  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 
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BUILDING  SPECIALTIES 


Ace  Industries  Co..  The .  -1 

.Maddin  .Mfg.  Co .  H 

Alumatir  Corp.  of  -America .  39 

Aluminum  Fabricating  Co .  6 

■Arrow  Metal  I’roducts  Co .  48 

Harnhart  Co.,  The  A.  M .  Ih 

Borg-Warner  Corp .  •"» 

Calbar  Faint  &  Varnish  Co .  32 

Calder  Mfg.  Co.. .  45 

Campbell  Sash  Works.  The .  37 

Cermak  Tile  Co.,  Inc . Back  Cover 

Challenger  Froducts,  Inc .  14 

Charles  Co .  34 

Dewatex  Mfg.  Corp .  7 

Diamond  Building  Froducts  Corp...  17 
Dustite  Frcrducts  Co .  18 

KImont  .Mfg.  Co .  41 

Fmco  Cement  Co .  40 

Feather-I.ite  Mfg.  Co .  43 

Fire-I.ite  .Alarms  .  49 

(ilobe  Roofing  Froducts  Co .  15 

(•lobe  Siding  Froducts  Co.. 38,  48.  18,  51 

(iraef  Storm  W  indow  C«i .  41 

(irant  Metal  Mfg.  Co.,  (J .  18 

(iregg  Engineering  to .  12 

(iuildcrest  Co.,  The .  33 

Jamaica  .Sash  &  l)<M»r  Co .  13 

Kaufmann  Corp .  18 

Keystone  .Alloys  Co .  17 

Leggitt  Co.,  S.  11 .  38 

l.udman  Corp  .  31 

Metal  Tile  I’rtKlucIs,  Inc .  38 

.Nash  .Mfg.  Co .  38 

Faralastic  Froducts  Co.,  Inc .  31 

Rex  Corporation  .  38 

Rtiloglass  Equipment  Co .  12 

Roofing,  Siding  &  Building  Special¬ 
ties  Manual  .  12 

Schumacher  Co.,  The  F.  E .  45 

Security  Co.,  'I'he .  32 

Shower  Door  Co.  of  .Vmerica .  41 

Sprayed  Insulation,  Inc .  9 

Storm  Seal  Co .  .38 

Storm  Windows  of  .Muminum,  Inc..  10 
Stylon  Corp .  2 

I'niversal  Fabricators  .  II 

\ -Seal  Corp .  49 

Wallace  Inc.,  Don  B .  41 

Warner  Mfg.  Corp .  8 

W'eather-Tite  .  18 

Werner  Co..  Inc.,  The  R.  D .  10 

Westmoreland  Metal  Mfg.  Corp.  ..  I.S 
Winter  Seal  Citrp . .3,  50 

Youngstown  Industries.  Inc .  13 


New  Products 

(Continued  from  Page  28) 

also  makes  8'  wide  doors  in  the  two 
styles,  and  a  16'  receding-type  door 
for  double  garage  opening  without 
center  post. 

«  *  * 

Hcmdicalk  Sells  New  Uses 

.After  making  a  pilot  survey 
among  consumers  last  spring.  The 
(libson-Homans  Company,  Cleve¬ 
land,  Ohio,  found  that  home  owners 
and  contractors  did  not  thoroughly 
realize  the  value  of  calking  and  its 
many  uses. 

Kecently,  The  (libson-llomans 
Company,  together  with  its  South¬ 
ern  Division,  the  Hutson  Manufac¬ 
turing  Company,  has  ju.st  com¬ 
pleted  an  additional  survey  among 
dealers  to  determine  dealer’s  reac¬ 
tion  to  the  Handicalk  point  of  sale 
promotion.  89 of  the  dealers 
called  on  stated  they  like  the  promo¬ 
tion,  said  they  would  u.se  it  and 
thought  it  would  make  a  substantial 
increase  in  their  Handicalk  sales. 


Window  and  Door  Frames, 
Mouldings.  Jambs,  Casings, 
Louvers,  Panelling,  etc. 

MADE  TO  YOUR  ORDER 
QUICKLY  al  LOW  COST 

New  Modern  Millwork  and  Assembly  PlanI 
has  DIRECT  MILL  CONNECTIONS  to 
assure  you  good  steady  supply  of  finest 
California  "Palco  Brand  '  Redwood. 

DEAL  DIRECT  —  SAVE  TIME  &  MONEY 

No  Inventory  —  No  Investment 


Immediate  Delivery 
Anywhere 

Large  or  Small  —  No  Orders  Turned  Down 

Send  Somp/es  and  Blueprint  for  Quotations 


nViitei  Sea/ mmum 

WOODWORK  DIVISION  Dept.  32 

14595  Meyers  Road  Detroit  27,  Mich. 


GE  To  Market  Single 
Garbage  Disposer 

The  General  Electric  Company 
will  henceforth  market  a  single 
garbage  dispo.ser  model  and  will 
make  it  available  either  with  or 
without  a  flow  switch,  it  has  been 
announced  by  C.  J.  Enderle,  gen¬ 
eral  manager  of  the  electric  sink 
and  cabinet  department.  Until  now, 
the  Company  has  sold  two  disposer 
models — one  with  slightly  larger 
waste  storage  capacity  than  the 
other.  Both  were  equipped  with 
How  switches. 


CLASSIFIED  ADVERTISING 

Undar  this  hsadlnq  classUisd  advaidsamwsls 
or*  accapted  at  tha  uniiorm  rota  oi  25  caala 
a  word,  but  no  advartlaamant  lokan  for  laaa 
than  20  words  with  a  minimum  charqa  el 
55.00;  3  months  at  20c  par  word  par  iiuaitlaa. 
Chack  or  Monay  Ordar  most  aceempomy  copy  at 
Clossiiiad  Ad.  AdTartisamants  aelicitotiag  daal- 
ara  or  distributors,  or  naw  preducta  lor  tola,  mot 
accaptad  in  classiiiad  asction.  Addrats  all  eeaa 
municotions  to  Claaaifiad  Daportmant  BUIUX. 
ING  SPECIALTIES.  425  Fourth  Avanna.  Naw 
York  16.  N.  T. 


DISTRIBl’TOR  WANTED 

W.WTKD  WIIOLKS.M.K  ni.STRIBUTOR.SHIP 
ti7r  alumintmi  omhitiation  tloor  K.  D.  or  manu* 
factunnjf  setup,  by  large  well  financed  established 
ctimpany.  Northeast  Sea!»oar<l  Territory.  Reply 
Hnx  \o.  .^4J,  Itiiilding  Specialties,  435  Fourth 

Ave.,  N.  V  HI,  \.  Y. 


.SALKS  HFLF  WANTED 

S.M.KS  .M.W.VUKRS  W.WTKD:  oppurtniiity  for 
anif»iti<)iis  ami  exjferieiiced  salesmen  t(»  orgatiize  tie- 
tailimj  t>t  hartiware.  lumiHr.  and  insulating  trade. 
Interesting,  txpandijig  himiness.  References  re- 
(juired.  1. literal  ciimmis<*it>ns  plus  partnerships.  Re 
plies  (i,  l.v.Ki.  I.umlRT  Kxehangf  HIdg., 

Minneapolis,  Minn.  1-53 

M  A  -N  r  K  A  (  T  r  R  K  R  S  RKI'R  KSKNTATI VKS 
WAN'TF!!):  I-<mg  established  line  td  well  kintwii 
ahiniinnm  wall  tile  'lesires  capalile  salesmen  in  t>pen 
1'.  S.  terntttnes.  Attractive  offer  to  right  individ¬ 
uals  nr  organizatiiiiis.  If  sincerely  interested,  ex- 
jterience  ■xecontlarj.  Write  giving  details,  tjualiti- 
cations,  exiK-rience.  Mr.  Roht.  Johiistin,  10*^  Roose¬ 
velt  Avenue.  Helleville.  \.  .1.  (Tel.  3-MH0>  tl 


SITI  ATION  WANTED 

KXECl'TIVK  SAI.F.S,  13  years*  experience,  spe¬ 
cialty  Sales  and  Sales  Management.  Business  ad¬ 
ministration,  .M.  K.  Degree,  age  34,  married,  will  re- 
ItX'ate.  I^rcfer  Florida  or  Southwest.  Box  345.  Build¬ 
ing  Specialties,  435  Fourth  Avenue,  N.  Y.  16,  N.  Y. 


MIS(  KI.LANKOrS 

noMK  KK1‘AIR  t  K.NTKR  on  Hueeiis  Blvd..  New 
N '»rk.  Sjface  '-till  available  lor  storm  winditws.  gar¬ 
age  tiiHirs.  tile.  linoUum,  screens,  electrician, 
{‘lumlfer.  glas-*.  etc.  B  »x  No.  347.  BuiMmg  Sjiecial- 


tliyiiiiif 


PRECISION  PANELS.  Thermo 
SHAKE  panels  nest  snugly  for 
permanent  woterproofing.  All 
|Oints  ore  completely  clean! 


RxMASTICOAT  FORMULA. 

Each  unit  is  thickly  cooted  with 
special  coating  asphalt,  pro¬ 
cessed  with  extremely  high 
temperatures! 

KLEEN.KUT  MORTAR  LINES. 

The  neat,  contrasting  mortar 
lines  ore  deeply  etched  to  oc- 
centuote  the  beauty  of  the  indi¬ 
vidual  shingles! 

VERTIGRAINK  shake  de- 
SIGN.  ThermoSHAKE  looks  just 
like  costly  hond-split  shake  shin¬ 
gles,  beautifully  grained  like 
fine  wood! 


AQUA-PRUF  SHIPLAP.  Only 
GlOBE  shiplops  ore  completely 
and  solidly  impregnated  with 
speciol  woterproofing  "sealed 
saturation!" 


PATENT  ^'SEALED  SATURA¬ 
TION.''  Insulation  core  is  sealed 
on  all  sides  ond  edges  with  spe¬ 
cial  thermoBAKED  waterproof 
soturant ! 


Available  in:  Colonial  While,  French 
Grey,  Dark  Brown  and  Dark  Green. 


Wire,  Write  or  Phone 


YES,  please  send  complete  ThermoSHAKE  detoils, 
and  have  your  representative  call  on  me. 


2  new  distinctive  Cc/UH^iJ^  tiles 

available  for  December  delivery 


H*avy-duly  BULLNOSE 
OUTSIDE  CORNER  CAP 
(ovailablt  for  right 
or  loft  hand  roturns) 


Hoovy-duty  BULINOSE  CAP 


PLASTIC  WALL  TILE 


UNOERGATED 


complete  line 
of  tiles  sells  the  most 
discriminating  buyer 


•ultnota 


Outtldo  Cornoi 


These  new  tile  pieces  feature  broad 
hutted  edges  for  easy  installation  .  .  . 
beveled  edges  for  a  softer,  tufted  appear¬ 
ance.  Their  generous  ilepth  gives  a  truly 
finished  appearance  and  added  beauty  to 
every  installation.  For  fast  turnover  add 
these  sensational  newcomers  to  the  popular 
line  of  Cermak  plastic  wall  tiles. 


Outtido  Corn*' 


Ootoid*  Corno' 


Outild*  Corn*' 


Oottid*  Corn*' 


footuro  Strip* 


